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HEN the biggest 
men in the ac- 
cessories line get to- 
gether and declare 
that business is far 
from going to the 
dogs it’s a worth 
while convention. All 
the news of the big 
Accessories conven- 
tion starts on page 
69. 


x 


‘T HERE are sales- 
men and sales- 
men and hardware 
stores and hardware 
stores, but within a 
few blocks from the 
office of this publica- 
tion was found a 
salesman who enjoys 
his work and who 
has built up a de- 
partment. Read page 
78. 


ei 


HERE is the man 

who drives a car 
trying to buy some 
sort of an accessory 
and here you are 
with it in stock. It’s 
up to you to bring it 
to his attention. “Ac- 
cessories That Ap- 
peal to Motorists,” 
page 80. 
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HE cold cold 

months are upon 
us and the person at 
the steering wheel 
appreciates even the 
warmth from the en- 
gines as it floats 
back to his seat. He 
can be perfectly 
warm if you sell him 
the many devices 
told about on page 
83. 


HE very last ten 

days of business 
before Christmas are 
here. When Santa 
climbs down the 
chimney let him 
carry your stock of 
goods in his big bag. 
Go after the last 
few days’ trade with 
extra effort. “Pre- 
paring for the Last 
Ten Days,” page 84. 


ei 


al URN to the Motor 

Accessories page, 
106, and study the 
new things that are 
continually being put 
upon the market. It 
is here that you will 
find just what your 
customers have 
wanted for months. 
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weight of the door independent of the 
spring closing feature. supports weight of door. 





View of Hinge showing one Side Plate, 
Back Plate and Floor Plate attached. 





What the statement ‘Made by National” 
Means to You and Your Customers 


To thousands of home owners, architects, contractors and builders the statement “Made 
by National” is sufficient assurance of quality to close a sale, To them it means endur- 
ing hardware that will live up to every requirement demanded of it and give unfailingly 
many years of service and satisfaction. 


And to hundreds of dealers who also know the line it is the assurance of continuous de- 
mand, lively turnover, honest dealings, quick service and a liberal margin of profit. 


We here present the National No. 240 Ball Bearing Floor Hinge. The construction is 
radically different from all other floor hinges. The pressure is not against the hinge 
bearing (as in other hinges), but is absorbed by a one-inch case hardened roller as illus- 
trations show. 


This feature prevents wear on the bearing and greatly increases the life of the hinge. 


The National No. 240 is used extensively by home owners, specified widely by archi- 
tects, endorsed highly by contractors and builders and recommended by hundreds of 
progressive hardware dealers. 

Here’s a big market to cultivate. If you are not a National dealer already, decide right 
now to become one. We would be pleased to serve you. Remember we supply you 
direct. 


National Mfg. Co. 


Sterling, Illinois 





Dark part shows frame which carries the Dark part shows how spring closing 
feature works, independent of part which 
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Co-operation the Keynote of Big Accessories 


/ HE Third Annual Convention 
and Exhibition of the Automo- 
bile Accessories Branch, the 
National Hardware Association of 
the United States, held in St. Louis 
Nov. 30 to Dec. 3 inclusive, was 
without doubt the most constructive 
meeting of its kind ever held in this 
country. 

Co-operation was the keynote of 
every convention session. Jobbers 
and manufacturers vied with each 
other in boosting the things that 
make for better hardware distribu- 
tion of automotive accessories, 
equipment or supplies. Throughout 
the sessions the interest of the retail 
hardware dealer was constantly given 
consideration. His progress and de- 
velopment, together with means for 














Convention 


aiding and stimulating him, were 
discussed frequently and thoroughly. 
No more constructive meetings were 
ever held under hardware auspices. 
It was conceded that the hardware 
channel is the logical one for the 
distribution of accessories and the 
sessions teemed with discussions for 
increasing and bettering the service 
through this tremendous accessories 
medium. 

The exhibition was in a class by 
itself. There has probably never 
been so complete and comprehensive 
a display of everything appertaining 
to the equipment and up-keep of the 
motor car as that staged in the big 
St. Louis Coliseum. Every available 
inch of space was utilized in force- 
ful, instructive exhibits. Not a 
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Hardware Jobbers and Manufacturers Hold Constructive Meeting 
in St. Louis—Discuss Methods for Aiding, Developing and Stim- 
ulating Retail Dealers—Greatest Show of the Year 


single item of accessories or allied 
lines was missing. At the same time 
each booth was manned by high- 
grade salesmen, competent to teach 
and explain every necessary detail 
in construction or use of the prod- 
ucts displayed. To the jobbers who 
attended it was an education as well 
as a revelation. 

There was a fair volume of sales— 
fully up to the expectations of those 
versed in conditions—while the con- 
tacts made by exhibitors with high 
class jobbing firms were of in- 
calculable value. The results of this 
mammoth exhibition will be reflected 





in orders on manufacturers’ books 
for years to come. 
As to St. Louis—manufacturers 


and jobbers alike proclaim it a great 
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The exhibits were both numerous and interesting. Trained salesmen of the highest order were in charge of the booths 


convention city. Hospitality reigned 
supreme and local jobbers proved 
themselves entertainers of the high- 
est order. The St. Louis general 
committee, under the leadership of 
H. W. Geller, established a new high 
record. The entertainment features 
were of particularly high order, in- 
cluding an informal dance at the 
Hotel Statler, a smoker and one of 
the most enjoyable banquets of the 
season. The diners thoroughly en- 
joyed the vaudeville and musical 
program, as well as the addresses by 
men famous in business and political 
life. Meanwhile the visiting ladies 
were given every attention. Their 
entertainment program _ included 
luncheons, card parties, automobile 
rides, theater parties and shopping 
tours. 


President A. H. Decatur of the 
National Hardware Association of 
the United States and Chairman A. 
H. Nichols of the Accessories Com- 
mittee were repeatedly congratulated 
on their methods of handling the 
sessions, while Secretary T. James 
Fernley was the recipient of many 
ax-essory compliments. The jobber 
or manufacturer who missed the con- 
vention was the only loser. 


“Hardware Age” Publishes Convention 
Daily 

Realizing the importance of this 
big Hardware Accessories Con- 
vention and Exhibition, a daily edi- 
tion of HARDWARE AGE was _ pub- 
lished during the Convention period. 
Each edition contained a running 
story of the day’s session, together 


with an official list of those regis- 
tered at the Convention Headquar- 
ters Booth. Under the heading 
“Convention Jazz” there appeared 
numerous snappy news notes dealing 
with the delegates, officers and ex- 
hibitors. This department of the 
paper added greatly to the general 
interest manifested at the Big Show 
each day. 

A feature of each “Daily” was a 
double page insert showing automo- 
bile accessories departments, win- 
dow trims and floor cases reproduced 
from photographs taken in  pro- 
gressive retail hardware _ stores. 
These pictures demonstrated beyond 
doubt the progressiveness of the 
hardware retailer and his ability as 
the logical distributer of auto ac- 
cessories lines. 


Chairman Nichols Starts the Ball Rolling 


N his opening address as chairman 

of the Automobile Accessories 
Branch A. H. Nichols declared that 
“The automobile and its accessories are 
not confined to any particular class or 
location for the demand is everywhere, 
it being estimated that more than 2,500,- 


000 automobiles are used by the Ameri- 
can farmer.” 

Mr. Nichols also stated that he often 
wondered if hardware jobbers fully 
realized the great opportunity and im- 
petus the accessory industry has given 
both dealers and jobbers to increase the 


volume of their accessories business. 

Mr. Nichols took charge of the meet- 
ing following a short address by A. H. 
Decatur of Boston, president of the 
National Hardware Association, who 
extended the official greetings to all 
members and visitors present, and 
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There were aisle after aisle of booths each showing a nece 


emphasized the fact that he looked for- 
ward confidently to at least a normal 
business in 1921 in all branches of the 
hardware business. 

The Hon. Henry W. Kiel, mayor of 
St. Louis, extended a welcome from St. 
Louis to the jobbers and manufacturers, 
and directed attention to the many 
points of interest for business men 
while visiting St. Louis. 


Keep the Green Light Burning— 
Says Shapleigh 


H. G. Geller, Chairman of the St. 
Louis General Committee, in charge of 
the entertainment feature of the con- 
vention, introduced A. L. Shapleigh, 
who addressed the association on the 
subject of the business and financial 
outlook for 1921. After reviewing gen- 
eral business conditions and quoting 
statistics purporting to show that con- 
ditions existing in the United States are 
fundamentally sound. 

Mr. Shapleigh said in part: 

“It is the activity of trade that pro- 
duces prosperity more than the prices 
obtained. I believe prices are low 
enough now to induce confidence and 
therefore activity. 

“T do not claim the gift of prophecy, 
but it would seem that with the re- 
serve ratio of the Federal Reserve 
System showing increases, that we can 





be reasonably safe that credit can be 
had for legitimate business activity. 
We know we have the crops, and all 
prosperity comes from the ground. 
“The present depressed condition of 
general business is more or less tem- 
porary. The outlook in the automobile 
accessory line seems to me to be rather 
encouraging. Notwithstanding recent 
declines in automobile prices, produc- 


tion for the year will exceed all rec- 


ords, approaching 1,900,000 cars and 
340,000 trucks. We all know that any 
one who has taken to the use of an 
automobile or to an automobile truck 
rarely ever changes therefrom. Sup- 
plies are going to be needed for all 
these machines, which number from 1 
to 7, or 1 to 20 or more, of the popu- 
lation in the different states. 

“We have the good roads movement 
throughout the United States, assisted 
by federal aid, which will encourage 
the use of motoring. Missouri 
than a month ago voted a bond issue 
of $60,000,000 for road improvements. 

“It is true the attitude of the banks 
in the recent past to the trade has been 
that of watchful waiting, but I believe 
the pendulum has swung too far and 
that a favorable reaction can be ex- 
pected. 

“The country is still optimistic, and 
the people have more wealth in liquid 


less 


ssary accessory to the modern motor car 


form than prior to the war. Feverish 
extravagance is no longer in evidence; 
rather there is a disposition to make 
purchases to supply needs and to invest 
in terms that appear as reasonable and 
promising. 

“Again I say, show the green light 
proceed with caution, but not fear.” 

Charles F. Hatfield, General Manager 


of the St. Louis Convention Bureau, 
spoke about the advantages of St. 
Louis. 

H. E. Hulburd spoké¢ upon the grow- 


ing tendency to recognize hardware re- 
tailer as logical accessories distributer. 


Developing Business Should Be Aim 

The probable development in the 
accessories market during 1921 from 
the wholesaler’s standpoint was then 
discussed by Mr. Hulburd. Mr. Hul 


burd said in part: 

“One of the outstanding developments 
of 1921 in the automobile 
business, particularly as pertains to the 
wholesaler, I believe, will be a tendency 
towards conservatism. The cutting 
down of lines and the avoidance of 
duplicating as has been done in the 
past. There has been a tendency on 
the part of every jobber to eliminate. 
It is certainly a step in the right direc- 
tion. 

“Another tendency I think I observe 


accessory 
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is trying to market automobile ac- 
cessories through the hardware dealer 
instead of other channels. The ques- 
tion is how to bring that about. I 
believe that one of our biggest jobs to- 
day is to educate our salesmen, and I 
believe that can be done if the sales 
force representing a wholesale hard- 
ware house is sufficiently posted so that 
the individual salesman can go out and 
say to his customer, ‘I can make up a 
list of accessories which I know will 
sell. One item will sell more heavily 
than another, but anything I sell to 
you in the automobile accessory line 
will sell; there is a demand for it.’ I 


HARDWARE AGE 


believe that the retail hardware man 
can be made the largest distributer to 
the consumer of automobile accessories.” 

The Chairman then asked the ques- 
tion of Mr. Hulburd if he thought that 
the hardware dealer should employ 
special salesmen to sell automobile 
accessories. Mr. Hulburd replied: 

“TI think it is very desirable for every 
house to have one or more special auto- 
mobile salesmen to educate the other 
salesmen how to do the special work 
required.” 

W. H. Terstegge also spoke on this 
same subject. “During 1921,” he said, 
“T think there is going to be a ‘gradual 
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readjustment of charges. I look for a 
large business during the coming year. 
During the month of October, Ford has 
made a new record in the production 
or output of automobiles, which would 
indicate that the accessories business 
another year is bound to be fine. I 
think the let up in production is only 
temporary, I think the buyer who is 
able to purchase in large quantities will 
be able to reap a handsome profit on 
his purchases.” 

R. O. Smith, in the general discussion 
that followed, declared that each terri- 
tory must analyze its own condition, 
and urged a greater standardization. 


J. A. Faw Analyzes Raw Material Reductions 


J C. STEARNS, who was to speak, 
¢ was unable to be present. J. H. 
Faw spoke on the subject of the ac- 
cessories market from the viewpoint of 
the manufacturer. Mr. Faw said that 
while generally speaking the price of 
basic or raw material had been reduced 
when spoken of in terms of carloads. 
tons, bales and bushels, and while this 
influence was of course helpful and 
effected a saving in the aggregate, 
when reduced to terms of concrete 
items the percentage, he said, was rela- 
tively small, since by analyzing an 
article which would retail at $7.50 it 
was very often found that the actual 
saving on the raw brass therein, in- 
clusive of scrap salvage, was apt to be 
under 1 per cent of the selling price. 

After enumerating in more or less 
detail the various elements that con- 
tribute to the present prices, such as 
transportation, packing, labor, over- 
head, etc., Mr. Faw concluded by saying 
that “the problem for the manufacturer 
is contained in three words—Need, 
Value, Service. If we all succeed ip 
carrying out these principles our vari- 
ous establishments will have justified 
themselves, and we will have the satis- 
faction of a duty well performed and 
the business world will be the better 
for our influence.” 

The present condition of - accessory 


stock was discussed by W. S. Isherwood, 


who said that as far as he had been 
able to find out “the live jobbers and 
the large dealers have their stocks in 
pretty good shape right now.” But, he 
said he had also found many cases where 
stocks were subnormally low. He 
stated that on the whole the condition 
of accessory stocks throughout the 
country are at the present time in 
relatively good condition. A _ general 
discussion of this subject by members 
followed. 


Secretary Fernley Sees Bright Pros- 
pects for Spring Business 


Mr. Fernley then addressed the meet- 
ing and expressed gratification for the 
auspicious opening of the third annual 
meeting. Continuing, Mr. Fernley said: 

“Now in some parts of the country, 
in some lines of business, there is con- 
siderable gloom, and it is a good bit of 
nervousness about what is going to 
happen. They have forgotten the won- 


derful prosperity of the past three or 
four years, and probably had an insane 
idea—these buyers had—that’ it was 
going to last forever. Nature requires 
a rest once in.a while. Business re- 
quires a rest occasionally, may be in 
the past 60 days we have been having 
a little rest, and it has done us good. 





T. J. Fernley, secretary of National 


Hardware Association 
‘ 


Gentlemen, the resting period is almost 
at an end. The best people that come 
in tell us that bright prospects for 
spring business are to be expected. 
Now, what can you men do here as 
manufacturers to cast aside that 
gloomy nervous spirit of these fellows 
that are apt to think maybe the last 
day has come? I believe you can do 
something. I would like to ask three 
or four manufacturers to get up now 
and in a few sentences make a sug- 
gestion as to what can be done here 
and now to delay this possible nervous- 
ness and drive away gloom.” 
Price Guarantee is Favored 

The general discussion that followed 
developed an interesting feature. In 
reply to a question Mr. Oliver defined 
a guarantee on prices as a guarantee 
against decline up to a certain date 
upon any stock bought from now until 
that time. 

Mr. Fernley: “Do you practice what 
you preach?” 


Mr. Oliver: “Yes, sir.” 

Mr. Fernley: “Guaranteeing prices is 
going through the air, and if two or 
three expressed themselves in that way 
it would display the confidence of the 
manufacturer. It will give confidence 
to the buyer, if the manufacturer can 
say to him, we will guarantee prices 
up to the first of June or some definite 
date. Stock guarantees in other lines 
of business to-day are very popular. 
We know of many instances where a 
stagnant condition has been quickly 
corrected by the seller showing in a 
practical way his confidence in the 
future by guaranteeing the prices. I 
would like to have a show of hands of 
how many here are prepared to say 
this afternoon that they favor a guar- 
antee of the prices.” 

(A number of hands were raised.) 

“It is almost unanimous. It would 
seem to me that the jobbers have abso- 
lutely nothing to lose and everything 
to gain, and on the other hand, if the 
spring opens and you have not got the 
stuff, you cannot sell what you have 
not in your sotck. 

“One word to you manufacturers. 
When we went into this business as 
an association we were not surprised 
that some manufacturers attempted to 
force an abnormally quantity of goods 
on individual purchases, on the buyer. 
Those who did that thought they were 
doing themselves a good business turn. 
It is a mistake to give any man more 
food then he can reasonably digest. 
You know how jobbers are. Some of 
you gentlemen are in the habit of 
writing and asking if such and such a 
man is a jobber or not. Some have 
written me trying to get me in a posi- 
tion where it would be difficult to re- 
lieve myself. 

“We do not tell who is a jobber and 
who is not and you have selling brains 
enough to know who is a jobber, and 
who is not, and it is up to you to make 
your own classification of the trade; 
but it is a fact that you might sel! 
10,000 of a particular item to a man 
and that would not make him a jobber 
because in compelling a concern to buy 
10,000 of a particular article you might 
drive away a man who might develop 
into a good sized customer. Do not 
try to get the buyers to chew more 
than they can eat. 
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' President Biggers Gives. Good Advice 


B. BIGGERS, President of the 

¢ American Hardware Manufac- 

turers’ Association, spoke at the open- 

ing of the Wednesday session on the 

general outlook for 1921. Mr. Biggers 
said in part: 

“Deflation is always painful, but it 
should be met fearlessly and in a 
business like way. 

“Do not allow the accumulation of un- 
wieldy stock. Frequent turnover is 
always important, but doubly so in a 
period of declining prices. Turnovers, 
not leftovers, are what yield a profit. 

“New orders in all branches of trade 
and industry are small. In the mean- 
time all classes of merchants are selling 
from their stock on hand and gradually 
reducing their inventory. The effect 
may be that the merchants will find 
themselves with empty shelves, and be 
unable to replace their merchandise as 
quickly as they need the goods, par- 
ticularly if a buying movement should 
start early in the spring. 

“The cleaning up process will be a 
wholesome one. It will enable us to 
dispose of our overstock and reduce our 
inventory, and when the next buying 
movement takes place our stocks should 
be cleaner and clearer than they have 
been for some time. 

“As we reduce our inventories, we 
naturally put more money in the banks 
and that, in itself, may be what is 
needed to bring us back to normal con- 
ditions. With greatly reduced inven- 
tories and with considerable money in 
the banks, we may find shortly after 
the new year that the banks will be 
freer to loan at lower rates of interest 
and will be encouraging the better class 
of borrowers. This will stimulate all 
lines of business. One important result 
will probably be that many who have 
desired to build in the past—either the 
erection of homes or of plant additions 
—will find that they can borrow the 
money at lower rates of interest and 
that materials and wages will be on a 
lower basis. 

“Your sales department, advertising 
department and credit department, each 
has a real job ahead. We should all 
seek to increase the efficiency in our 
sales department and the carefulness 
and watchfulness of our credit depart- 
ment. 

“This is a time for affiliation with 
trade associations, as we will need all 
of the information we can secure. This 
is a good time for co-operative com: 
petition, which should advance our 
whole industry instead of leading to 
demoralization. 

“There is no one thing that can be a 
greater detriment than the closing of 
factories all over the country, and it is 
to the retail dealers and to the jobbers 
particularly that this matter should 
appeal. It is up to them to keep the 
factories in motion. 

“There are over 


105,000,000 peo- 


ple in this country who have to live, 
and all of them would buy more or less 
of our commodities 


and merchandise 





and—in spite of the lower prices and 
curtailed trade—there will be a tre- 
mendous’ business, compared with 
previous years, although ve cannot ex- 
pect this business to be up to the recent 
buying orgy of the past year or two. 
“After the extreme activity of the 
past several years it naturally is diffi- 
cult to settle quickly in more normal 
business conditions. The holiday trade, 
which is right before us, while it may 
not be equal to last year’s business will 
certainly be as good as any other year 
since 1914, and the impetus giving te 


4 





A. H. Nichols, chairman, accessories 
branch, National Hardware Association 


buying for holiday trade will lead the 
consumer to buy other merchandise, 
that is, he may again get the habit. 
“As we look into the future it is hard 
to discern an extraordinary activity 
until the spring months of the year. 
Two great problems will dominate the 
situation, namely credit and _ labor. 
Many authorities are now of the opin- 
ion that the credit strain relief will be 
a slow process, that the large number 
of merchants that are turning their 
inventories into cash may relieve the 
situation earlier than some expect. 
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“All classes of business seem to 
realize the necessity of a readjustment 
of prices. The course of prices will 
continue downward and merchandise 
stocks on Jan. 1 should be smaller 
than for many years. The public is 
going back to a basis of buying essen- 
tials instead of luxuries. There is 
nothing in the source of readjustment 
that would indicate the fear of a panic, 
particularly if all classes of business 
will take their share of their loss dur- 
ing the readjusting, and this in itself 
will bring about the stabilization 
quicker than anything else. 

“It is thought by many that prices 
in some lines have already receded be- 
yond the point of safety, and shortly 
after the first of the year there will 
be a readjustment of prices upward in- 
quite a few lines, where radical reduc- 
tions have been made during the last 
few months. When confidence is re- 
stored and normal buying resumed 
there will exist a shortage of goods 
that will give great momentum to the 
trend upward. 

“Liquidation can be carried too far. 
There is such a thing as overstaying 
the market. If we will have steadiness, 
sanity and confidence; if we will exer- 
cise common sense and ordinary busi- 
ness sagacity, then the present dis- 
organization should be followed in the 
first half of next year by good, active, 
healthy business at moderate profits, 
which, after all, are the best for all 
in the long run.” 

Mr. Biggers then read extracts from 
interviews with five large automobile 
manufacturers, the gist of which indi- 
cated an optimistic outlook for 1921 
In concluding Mr. Biggers told the as- 
sembly: 

“With the large number of motor 
cars, trucks and tractors in use—more 
than 7,500,000—and constantly increas- 
ing, the demand for repair parts and 
accessories would seem to be unlimited, 
and to a certain extent a business it 
must continue to increase. 

“There are three kind of automobile 
dealers*-the self starter, the hand 
cranker and trailer. Figure out which 
kind you want to be.” 


(Quantity Discounts Work to Disadvantage of 
Small Dealers 


R. RIVERS A. PETERSON, editor 
L of the National Hardware Bulle- 
tin, spoke on the subject of assisting 
the retailer. Mr. Peterson said that in 
the matter of selling the dealer needs 
help all along the line and a more com- 
plete knowledge of the goods he handles, 
and emphasized the fact that the re- 
tailers should have the kind of 
operation from both the manufacturer 
and the jobber which should place them 
in a position to meet competition. 
Quantity discounts, Mr. Peterson said, 
are working to the disadvantage of the 
small town dealer who is not justified 
in buying large quantities of any one 
article at a time. Discussion of quan- 


CO- 


tity price schedules followed, and it 
was pointed out that quantity buying 
was fraught with many complexities 
and difficulties. J. T. Donohue de- 
livered an address on this subject, based 
on the experiences of the Moto-Meter 
Company. 

The matter of 
was then discussed at 
many technical points were brought up 


compilation 


catalog 


some length and 


for consideration. 
Thursday morning’s 
opened by a discussion of the subject 
of the problem of developing the dealer. 
In this discussion Mr. W. R. Hay pointed 
out that it was bad policy to try to 
overload the hardware dealer at any 


session 


was 
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time, and that the possibilities for large 

accessories sales through the hardware 

dealer is unlimited. 

Van Cleef Proposes Plan for Developing 
and Stimulating the Retailer 

Felix Van Cleef delivered a significant 
address on the subject of stimulating 
dealer interest. Mr. Van Cleef said: 

“How to stimulate the interest of the 
retail dealer in the sale of automobile 
accessories is one of the serious prob- 
lems confronting manufacturers and 
jobbers alike. Every car in motion is a 
potential prospect for the disposal of a 
substantial quantity of automobile ac- 
cessories. Auto accessories are in the 
best sense of the word merchandise and 
better still hardware merchandise. By 
this is meant goods that are sold across 
the counter and do not involve an 
elaborate system of selling. 

“Some hardware merchants may have 
a preconceived notion that in order to 
handle auto accessories successfully 
they must operate a service station, 
repair shop and garage, when as a 
matter of fact they do not have to do 
anything of the kind. 

“I confess to a belief that an auto 
accessory department cannot be de- 
veloped on the principle of ‘Topsy’ of 
Uncle Tom’s Cabin fame who ‘jist 
growed.’ It must be well borne, nursed 
along and trained to a healthy growth. 

“Guess work in its process of growth 
would likely as not stop it completely, 
or retard it to the extent that it would 
never amount to anything above 
mediocrity. 

“There is a solution of the problem. 
The answer is education. This is not 
as any reflection on the progressive- 
ness of the hardware merchant, but 
rather is a tribute to his ability to ab- 
sorb knowledge of a kind that he can 
turn into dollars and cents. 

“No man need be ashamed to learn 
something about a subject that will 
add to his material wealth, to say noth- 
ing of his mental growth which will 
contribute towards making him a more 
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valuable citizen and his store a more 
important institution for good in his 
community. 

“Now my plan is to send throughout 
the country a corps of men thoroughly 
grounded in the subject of how to buy 
and sell auto accessories for the specific 
purpose of imparting that knowledge 
to those men requiring it. 


Urges Use of Experienced Field Men 


“The scheme requires that the Na- 
tional Hardware Jobbers’ Association, 
in collaboration with its auxiliary, the 
Automobile Accessories Branch, appro- 
priate a certain sum to be agreed upon 
and expend it for the purpose of spread- 
ing a knowledge of auto accessories 
among retail dealers of the country in 
an intensive way. Field men _ thor- 
oughly experienced in every phase of 





A silhouette of Mr. Nichols 


retailing auto accessories would be 
engaged to visit town after town all 
over the country, where they would de- 
liver lectures to groups of interested 
men, followed by personal visits to in- 
dividual stores, garages and _ service 
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stations, where problems of store 
arrangement, advertising, window dis- 
plays and, technical subjects would be 
discussed in a specific way. These 
field workers could also attend conven- 
tions of retail dealers and deliver in- 
teresting addresses on the broader 
aspects of the auto accessories business. 

“It is my opinion that if men were 
visited in the manner I have outlined, 
under no financial obligations to them- 
selves, they could be led to take a keen 
interest in the subject of selling auto 
accessories and would be stimulated to 
put into practical effect the lessons 
given them. Pressure would even be 
brought to bear on the jobbers’ sales- 
men in turn and wake them up to a 
realization of their own weakness or 
lack of, knowledge of the line. This 
would induce them to dig in intensively 
to acquire a real knowledge of a line 
their employers expect him to offer in 
an intelligent manner to the trade. The 
net result would be an education for 
both the dealer and the jobbers’ sales- 
men, and with education will come 
mutuality of interest in a line that 
holds within itself probably the great- 
est sales possibility of any line of 
merchandise now being sold. 

“A campaign of this kind carried out 
consistently for two years would ac- 
complish undreamed of wonders.” 

Mr. Van Cleef then read a letter from 
George A. Knapp, Secretary and Di- 
rector of the National Leather & Shoe 
Binders’ Association, which emphasized 
the value of publicity and education 
on specific lines for the benefit of the 
dealer, and giving an account of the 
work that his association has been do- 
ing to develop this phase of merchan- 
dising. 

In conclusion, Mr. Van Cleef said: 
“IT want to say that the dealers who 
come into direct contact with the ulti- 
mate consumer are the real salesmen 
of the industry and unless they know 
how to sell the goods the industry will 
suffer.” 


Salesmen’s Compensation Comes Up for Discussion 


R. TENK suggested that this mat- 
ter be taken up at once with the 
executive committee of the association, 
so that some concrete plan could be 
worked out to put into action Mr. Van 


Cleef’s proposal. The Chairman as- 
sured Mr. Van Cleef that this would 
be done. F. J. Tenk then spoke on the 


subject of the compensation of sales- 
men, and discussed the subject in a 
general way, concluding with this state- 
ment: 

“IT consider this subject one of the 
most important since on the efficiency 
of the sales force depends the success 
of conducting a profitable wholesale 
business. This is a very opportune 
time to consider this subject, and I 
hope the discussion will be entered 
into earnestly. The discussion that fol- 
lowed was opened by Mr. Decatur, who 
said in part: 

“I am very glad to have this subject 


come up, for I am inclined to believe 
that the employer or many of them 
should adopt some profit sharing ar- 
rangement with their traveling sales- 
men. My experience has been that 
salesmen who have once been under 
such a contract would be very reluctant 
—and it would have to be a very large 
increase in salary to induce them to 
change that policy. It is simply won- 
derful the ‘pep’ that it puts into a 
man when he knows that when he 
makes $1 a certain portion of that 
dollar is his, and also after he has 
closed the year’s business and has lived 
on his salary which was advanced to 
him, to know that he has a larger 
check coming at the end of the year, 
in addition to what has been paid him 
during the year.” 

A delegate asked the question of Mr. 
Decatur whether or not the salesmen 
should participate in the net profits of 


the business, or whether they should 
participate in the profits of their own 
sales. 

“The traveling salesman,” Mr. Deca- 
tur said, “should simply share in a 
percenatge of the gross profits on the 
sales with which he is given credit. 
We have in our establishment a profit 
sharing system for the inside em- 
ployees. That is based on a salary with 
a percentage of the net profit of the 
house after deducting 6 per cent in 
capital and insurance and a fair esti- 
mate on the federal or excess profits 
tax.” 


Campbell Says Cash Discount Breeds 
Good Will 


The discussion lasted for some time, 
and at the conclusion of it Mr. Fernley 
called upon Mr. Campbell of St. Louis, 
who, he said, was one of the largest 
distributors of automobile accessories 
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in the country. He spoke briefly of 
some of the difficulties confronting 
large buyers to-day. 

The subject of the cash premium was 
then introduced by Edward O. Faeth, 
who said in part: 

“The greatest value of a cash dis- 
count to my mind is that it furnishes 
an incentive for prompt payment. It 
results in the release of capital, and 
never before in the history of our coun- 
try has there been a time when it has 
been so essential to keep every dollar 
working all the time. 

“Cash discount, gentlemen, breeds 
good will between buyer and seller. It 
does more than that. It stimulates 
buyer to the manufacturer. After a 
jobber has paid for his goods, he has 
actually parted with his money and the 
goods are his. He has the feeling that 
he wants to get out from under. They 
represent his capital and he wants to 
see his money again. He can see many 
reasons why they are desirable, why 
his salesmen should have no trouble at 
all in selling them. He will re-order 
oftener, and I believe the manufacturer 
who allows a cash discount has in every 
instance a greater turnover, a greater 
sales volume than the maker of the 
same goods who does not offer such a 
premium. 

“In closing, I want to emphasize that 
most manufacturers already recognize 
the vital necessity of a cash discount, 
and that we should all, every one of us, 
use our best efforts to persuade others 
to see the light.” 

At the close of the meeting it was 
agreed that Secretary Fernley would 
lead a procession of hardware jobbers 
through one section of the exhibit 
while Chairman Nichols would lead a 
similar procession through another 
section. 


Goodell Speaks on Merchandising 
Tires and Tubes 
The first subject under discussion at 
the Friday morning session was about 
improving methods of distribution for 
tires and tubes. F. R. Goodell stated 


that the first essential movement 
towards improving tires and tubes must 
come through a change of mental 
attitude. 


“During the calendar year now clos- 
ing,” Mr. Goodell said, “about 50 per 
cent of our tire and tube product has 
been distributed through hardware 
channels. In the four years of our 
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valued membership in this branch we 
have seen conspicuous examples of suc- 
cessful tire merchandising on the part 
of some hardware jobber, and quite the 
reverse in a few instances. In every 
case a successful merchant was the 
one who specialized, that is to say, who 
built up a robust accessory department 
which could stand on its own legs in 
any company. In short, the jobber who 
departmentized thoroughly, who had a 
capable and trained executive in charge, 
who had perhaps one or several spe- 
cialty accessory men, and who have the 
individual treatment which any busi- 
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ness demands—that jobber brought 
home the bacon. 

“In tires it is, of course, possible to 
carry two lines of tires successfully, 
particularly where they are not active- 
ly competitive with each other.” 

Mr. Goodell said that in his judgment 
any scale of consumer prices estab- 
lished arbitrarily by the tire manu- 
facturer tends to weaken the dealer’s 
position as a merchant. 

“To provide a dealer with fair profit 
margin, his selling price must consider 
other cost items, as important as the 
price he pays us. Overhead expense 
varies widely and is influenced by local 
competition and the amount of so-called 
service given by individual dealers. And 
beyond this any dealer must be in har- 
mony with the law of supply and de- 
mand as it operates in his district.” 


Atlantic City Suggested for Next Convention 


G LOVER S. COLLADAY spoke on 
A the same subject. “I will have 
to talk from the standpoint of the small 
jobber. I will give you a few do’s and 
a few don’ts that I think the buyer 
and manufacturer should observe, that 
is, in my opinion from a limited ex- 
perience. 

“In the first place, they should not 
protect dating orders. My main rea- 
son for that is by doing that they are 
not only inclined to overstock 90 per 
cent of the dealers that give dating 
orders, but they greatly depreciate the 





turnover of a jobber on their own 
stocks. If you sell a man for January 
shipment all the tires that he is going 
to need for three or four months, the 
chances are he is going to load up with 
an extra amount. Well, the probabil- 
ities are in nine cases out of ten the 
man who buys this big order, you shut 
him off from selling anything else. 
From my experience there is a very 
short profit in the tire business, ana 
if it was not fer the volume it would 
not be at all profitable.” 

G. S. Shugart spoke on conditions in 
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the tire industry. “I believe,” said Mr. 
Shugart, “if you go out and sell a 
dealer a stock of tires that dealer is 
entitled to some protection; that it is 
not right after taking one dealer’s 
money to go out and kick the legs from 
under him by selling another dealer 
tires at 50 cents on the dollar. 

“I understand some of you are 
greatly concerned over prices and feel 
that they will be further reduced. Let 
me explain, gentlemen, that the cost 
of finished stock and raw materials 
on hand did not justify the November 
reduction in prices, but as stated before 
something had to be done to stabilize 
conditions. We anticipated, so to 
speak, lower cost of materials that will, 
no doubt, prevail a few months hence, 
and in order to make the reduction we 
did so in many cases at a loss. 

“It is not right for our gentlemen to 
sit here and expect the manufacturer 
to shoulder all the burdens any more 
than it is right for you as jobbers to 
carry the whole load, no more than it 
is right for the dealers to carry the 
load. Let us share it. That is the way 
to accomplish what we are after and 
iron out the kink that must and will 
be overcome. 

“You hardware jobbers have a won- 
derful opportunity in connection with 
the tire and accessory business. You 
have been an important factor in the 
distribution of these lines, and can con- 
trol a much larger volume, but do not 
make the mistake of thinking all you 
have to do is to put these lines on your 
shelves and that they will sell them- 
selves. You must go out after the 
business with energy and enthusiasm 
and systematically.” 

H. A. Patterson addressed the con- 
vention on the subject of proposed legis- 
lation affecting automobile owners, 
which is coming up at the next session 
of Congress, and which will attempt to 
regulate the use of glaring lenses. 

When the subject about the next 
place of meeting was brought up the 
majority seemed to favor Atlantic City. 


Jobbers Are Not Hoping for Price 
Depressions 


Before the Association adjourned Mr. 
Decatur said, “I fgel that there is a 
little responsibility resting upon me as 
a president of the Jobbers’ Association 
to say just a word to you gentlemen 
in closing. 


“Now first remember that the job 
ber is not hoping and looking for lower 
prices. When I say lower prices we 
do not want a depression in prices. 


That is the last thing that any sensi- 
ble jobber would be looking for. There 
are high spots that should be changed; 
but do not get the idea that every job- 
ber is wishing for or will be crowding 
you for lower prices. 

“Now there is another thought that 
I want to give you which will help you 
in starting more jobbers in the acces 
sory business. We are doing business 
to-day on an inflated market—unusu- 
ally high prices. As a consequence 
every jobber in the United States is or 
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should be doing in dollars and cents 
more than double what he was doing 
under normal conditions. I think most 
of us believe that merchandise of ne- 
cessity will be lower in price. Every 
jobber will be anxious to maintain as 
nearly as possible his present volume 
of business in dollars and cents. Now 
is there an excellent opportunity for 
you people to go to the jobber who is 
not in the accessory business and say 
to him that there are several hundred 
thousand dollars that he can do in the 
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accessories business which will help 
him to maintain his present volume? 

“Most of the jobbers have without 
doubt accumulated a surplus during 
the last few years, and there is no rea- 
son why you have not done so. It may 
be largely on paper, but without ques- 
tion they are better fixed financially 
than they were before. As prices re- 
cede, they will have money to put into 
merchandise. That procedure will en- 
able them to maintain the present vol- 
ume of business.” 


List of Exhibitors at St. Louis 


The following manufacturers were repre- 
sented: 


Anderson Company, South Bend, Ind.; 
Auburn Ignition Mfg. Co., Richmond, Im1.; 
Anderson Electric & Equipment Co., Chi- 


Co., 
Co., 


Auto Indicator 
Mich.; American Chain Inc., Chicaga; 
Angsten-Kox Co., Michigan City, Ind.; 
Apco Manufacturing Co., Providence, R. L.; 


cago, Grand Rapid». 


The Au-To Compressor Co., Wilmington, 
Ohio; American Hammered Piston Ring 
Co., Baltimore, Md.; Aid Manufacturing 
Co., Chicago; American Sponge & Chamois 


Co., New York; Apex Electric Manufactur- 
ing Co., Chicago; Arrow Grip Manufactur- 








ing Co., Glen Falls, N. Y.; Advance Auto 
Specialty Corp., Chicago; Atlas Manufac- 
turing Co., Chicago; Allith-Prouty Co., 
Danville, Ill.; Asch & Co., Inc., New York.; 
Albertson & Co., Sioux City, Iowa; Alvord 
Reamer & Tool Co., Millersburg, a. At- 
row Tool Co., Inc., Buffalo, N. Y.; Ameri- 
can Device Mfg. Co., St. Louis; American 

Grinder Co 
3emco Manufacturing Co., New York 
3ussman Manufacturing Co., St. Louis; 
Rubber & Tire Co., Rutherford, 


Braender 


Bowen Products Corporation, Au- 
: ¥ 


burn, N. ao gerck & Jaden, Hastings, 
Neb.; B. & B. Manufacturing Co., St. Louis; 
Bonney Vise & Tool Works, Inc., Allen 
town, Pa.; Zethlehem Spark Plug Com- 
pany, Inc., 3ethlehem, Pa.; Bridgeport 
Brass Co., Bridgeport, Conn.; Badger 
Manufacturing Corp., Milwaukee; Barcalo 
Manufacturing Co., Buffalo, N. Y Ber- 


Trenton, N J 
Buffalo, N. Y 


gougnan Rubber 
Buffalo Specialty 


Corp., 
Company, 





Boyce Veeder Corporation, Long Island 
City; Bastian-Blessing Co., Chicago; Ban- 
ner Auto Accessory Mfg. Co., St. Louis 
Bellevue Manufacturing Co., Bellevue, 
Ohio; Brocksmith Manufacturing Co., St. 
Louis; Brunner Manufacturing Co., Utica, 
N. ¥ Bailey-Drake Co., Inc., Chicago, Ill.; 
3Zenjamin Electric Mfg. Co., Chicago, Il. 
3emiller Foundry & Machine Co., Belle- 
ville, Ohio : Manufacturing Co., Min- 
neapolis; Bayne Manufacturing Co., Bush- 
nell, Ill Black & Decker Mfg. Co., Balti- 
more, Bovle Mfg Co., Los Angeles; 
gremmer, Fred G 


Cincinnati Auto Specialty Co., Cincin- 
nati, Ohio: Champion Ignition Company, 
Flint, Mict Converse Rubber Shoe Co., 
Malder Mas Culver-Stearns Manufac- 
turing Co., Worcester, Mass.; Columbia Tire 
& Rubber Company, Columbiana, Ohio; 
Curtis Pneumatic Machinery Co., St. Louis; 

Company, Niagara Falls, 


Carborundum 
a. Columbus Varnish Company, Col- 


umbus, Ohio Coe-Stapley Manufacturing 
Co., West Haven, Conn.; Columbian Hard- 
ware Co., Cleveland; Cooper Storage Pat- 
tery Manufacturing Co., Madisonville; 
Clucker & Hixson Co., New York; Chicago 
Fuse Manufacturing Co., Chicago: Clayton 
& Lambert Mfg. Co., Detroit, Mich.; Clover 
Manufacturing Company, Norwalk, Conn.; 
Chicago Solder Co Chicago: Casey Hud- 
son Company Chicago Cincinnati Ball 
Cran} Co Cincinnati Corcoran-Victor 


‘asco Manufacturing 
Ga edward A 
York; Conant & 
Ma Corcoran 


Company, Cincinnati; ¢ 
Compans Thomasville 
Ca dy Co Inc., New 
Donelsor Co Conway 
Manufacturing Co Cincinnati Consoli 
dated Tron & Steel Mfg. Co., Cleveland 
Cooper Mfg. Co Marshalltown, Ia Crum 
ley-Sharp Hardware Co Atlanta 7a.; 

Rubber WI) Crawford Mfg 
Va Caldwell 0% 
Carter Carburetor Co., St 


Continental 
Co rR 


Franc 


ichmond Sale c% 


sco: 


Duff Manufacturing Co., Pittsburgh: Dry- 
den Rubber Comnany, Chicago: Derf Manu 
facturing Co Ine Ne Yor} Davies 
Young Soan Company, Dayton, Ohio: Dur 
kee-Atwood Company, Minneanoli Davton 
Wire Wheel Co... Davton Ohio Double 


Companys \uburn, Ind Dover 


Fabric 7 


Stamping & Manufacturing Co., Cam- 
bridge, Mass.; Dayton Automotive Wheel 
Co., Dayton, Ohio; Defender Auto Lock Co., 
Inc., Allegan, Mich.; Dunham, Thomas, 
Aurora, Ill.; Duntley, J. W., Chicago. 
Eberson-Lindsley Paint Co., St. Louis; 
Elite Manufacturing Co., Pittsburgh; E. 
Edelman & Co., Chicago; Eclipse Manu- 
facturing Co., Indianapolis; Empire China 
Works, Brooklyn; Essenkay Products Co., 
Chicago; E. A. Laboratories, Inc., Brook- 
lyn; Walter Eckhouse & Co., Chicago; Em- 
pire Tire & Rubber Corp., Trenton, N. J.; 
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Issex Rubber Co., Inc., Trenton, N. J.; 
Kver Tight Piston Ring Co., St. Louis; 
Edstrom Machinery Co., Carry Station, 


Ill.; Electrical Sales Co., Chicago, IIl.; Kdi- 


son Lamp Works, Harrison, N. J. 
France Manufacturing Co., Cleveland; 
Fernald Manufacturing Co., North East, 


Co., Chicago; Fulton 
Flash Chemical Company, 
Cambridge, Mass.; Federal Rubber Com- 
pany of Illinois, Cudahy, Wis,; Fitzgerald 
Manufacturing Co., Torrington, Conn., 
Faw, J. H., Inc., New York. 

Gates Rubber Company, Denver, Col.; 
Gemco Manufacturing Co., Milwaukee; 
General Asbestos & Rubber Co., Charleston, 


Pa.; Fulton Houston 


Co., Milwaukee; 


S. C.; Giant Grip Manufacturing Co., Osh- 
kosh, Wis.; Gill Manufacturing Co., St. 
Louis; Gill Piston Ring Co., Chicago; Good- 


rich-Lenhart Manufacturing Co., Hamburg, 
Pa.‘ Gordon, J. . Co., The, Columbus, 
Ohio: Gordon Radiator Co., Inc., New York; 
Gray Heath Co., Chicago; Greb Company, 
Roston; Greenfield Tap & Die Corp., 
Greenfield, Mass.; Guthard, Edgar C., Com- 
pany, Chicago; General Tire & Rubber Co., 
Akron, Ohio; Globe Machine & Stamping 
Co., Cleveland 
Howe Lamp & Manufacturing Co., 
cago Hardware Manufacturing 
Seattle: Higgins Spring & Axle Co., Racine, 
Wis.: Hart-Bell Co., New York: Holmes, 
George L., New York; Howell, W. H 
Geneva, Ill; Helfi Company, 
11 H. & D. Co Crawfordsville Ind.; 
Haywood Tire & Equipment Co., Indian 
j Ind Hill Pump Valve Co., Chicago: 
Manufacturing Co Hastings, 
Herbrand Company, Fremont, Ohio 
Spring & Forging Co., Racine, 
Wis Hall Thompson Co 
International Stamping Co., 
land Pump Mfg. Co Chicago 


Chi- 
Co., 





In- 


City 


Chicago: 
Iron 
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Chairman Nichols in his concluding 
remarks stated that he hoped the mem- 
bers would keep in close contact with 
the secretary’s office during the coming 
year, and particularly stressed the point 
that the association does not care for 
the membership of any associate mem- 
ber who is a member for exhibiting pur- 
poses only and who does not actively 
help the association to help the industry. - 

The convention then arose, sang one 
verse of “America” and adjourned 
sine die. 


Convention 


Products Co., Pittsburgh; Imperial Brass 
Mfg. Co., Chicago; International Metal Pol- 


ish Co., Indianapolis; Ideal Clamp Mfg. 
Co., Inc., Brooklyn; Inland Machine Wks. 
& Bb. Manufacturing Co., Pittsfield, 


Mass.; Jefferson Electric Manufacturing 
Co., Chicago; Judd & Leland Manufactur- 
ing Co., Clifton Springs, N. Y.; Jenkins 
Vulcan Spring Co., Richmond, Va.; John- 
son, S. C., & Son, Racine, Wis.; Johnson, 
Wm. R., Manufacturing Co., Chicago; 
Jonas, C. N. & F. W., Chicago; Jiffy Jack 
Co., Cleveland. 

K-D Lamp Company, Cincinnati; Klaxon 
Company, Newark, N. J.; Kraeuter & Com- 
pany, Newark, N. J.; Kellogg Mfg. Co., 
tochester, N. Y. 

LeCompte, Geo. W., Co., Newark, N. J., 


Locktite Patch Co., Detroit; Laminated 
Shim Co., Inc., New York; Lockwood Ash 
Motor Co., Jackson, Mich.; Las-Stik Patch 
Mfg. Co., Hamilton, Ohio; Lane Unique 
Tool Co., Will B., Chicago, Ill.; Long Dis- 
tance Spark Plug Co., Birmingham, Ala.; 
Louden, Ine., Lyons 


Minneapolis, Minn.; 
a ae 


Ignition Co., New York, ; ; Labora- 
tories, E. A., Ine., Brooklyn; Lange, Edw. 
A., St. Louis; Lockwood Mfg. Co., Kansas 
City, Mo. 

Masler, A. R., & Co., Mt. Vernon, N. Y.; 
McCord Manufacturing Co., Inc., Wyan- 
dotte, Mich.; Manley Manufacturing Co., 
York, Pa.; Mansfield Tire & Rubber Co., 
Mansfield, Ohio; Marquette Manufacturing 
Co., Inc., St. Paul: Marvel Machinery Com- 


pany, Master Tire & Rubber 


‘ 


Minneapolis; 


Co., Dayton, Ohio; Mayhew Steel Products, 
Inc., New York; Mayo-Skinner Manufac- 
turing Co., Chicago; Mazura Mfg. Co., St. 
Louis; Metal Specialties Manufacturing 
Co., Chicago; Metal Stamping Co., Long 
Island City; Milwaukee Auto Engine & 
Supply Company, Milwaukee, Wis.; Moco 
Co., of America, Oklahoma City, Okla.; 
Monroe Auto Equipment Manufacturing 
Co., Monroe, Mich.; Monson, Chas. S., De- 
troit: Moon Brothers Manufacturing Co., 
St. Louis; Mooers-Wright Company, New 


York; Frank Mossberg Company, Attleboro, 
Mass.; Moto-Meter Co., Ine., Long Island 
City; Motor Products Corp., Detroit; Motor 
Specialties Co., Waltham, Mass.; Motor 
Spindle Corp., Detroit; Mueller Electric Co., 
Cleveland; Multibestos Co., Walpole, Mass.: 
Mutual Wheel Co., Moline, Ill; Milwaukee 
Tank Works, Milwaukee; Manhattan Elec: 
trical Supply Co., Chicago; McAdams, J 
C., Sales Co., New York; Monarch Metal 
Products Co., St. Louis: McQuay-Norris 
Manufacturing Co., St. Louis; Metallurgical 


& Electrical Laboratories, Chicago; Mc- 
Lane Tire & Rubber Co. 

National Carbon Co., Ine., Cleveland 
National Standard Co.,. Niles, Mich.; Na- 


tional Rubber & Specialties Co., Cincinnati; 
Nelson, A., Manufacturing Co., Chicago 


Neville Steering Wheel & Manufacturing 
Co., Detroit; New Era Spring & Specialty 


New Jersey Car 
City, N. J.: 
Mari- 


(o., Grand Rapids, Mich.; 
Spring & Rubber Co., Jersey 
Northwestern Chemical Company, 
etta. Ohio; No-leak-O Piston Ring Co. 
Raltimore; Nu-Baech Manufacturing Co., 
St. Louis; Niehoff. Paul G., & Co., Chicago 
National Lamp Works, of G. E., Federal 
Minn 

Oliver Rim Company, 
look Co Cleveland; Oakes & 
Boston, Mass. 

Packer Auto Specialty Co., Chicago 
Packard Flectrie Co., Warren, Ohio; Penn 
svivania Piston Ring Co., Cleveland; Petry, 
r. A.. Co., Ine., Philadelphia; Pratt. Wm 
f.. Manufacturing Co., Chicago: Presto 
Felt Manufacturing Co., Ine., Toledo, Ohio 
Polson Rubber Co., Cleveland; Pyrene 
Manufacturing Co., St Louis: Perkins 
Campbell Co., Cincinnati, Ohio; Perry Auto 
Lock Co., Chieago: Prusia Hardware Co 
Ft. Dodee Ta.; Protexall Company 

Quaker City Rubber Co., Philadelphia 


Out 
Co 


Atlanta, Ga.: 
Dow 
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- Rajah Auto Supply Co., Bloomfield, N. J.; 
Raybestos Co., Bridgeport, Conn.; Kose, 
Frank, Manutacturing Co., Hastings, Neb.; 
Rozier-Howard Corporation, Hutchinson, 
Kan.; Reflex Ignition Co., Cleveland; Rud- 
diman, F. G., lonia, Mich.; Rummell Manu- 
facturing Co., Findlay, Ohio. 

Schroeder & Tremayne, St. Louis; Shaler, 
C. A.; Co., Waupun, Wis.; Sharp Spark 
Plug Co., Wellington, Ohio; Sidei-Rattner 
Manufacturing Co., Inc., Brooklyn; Sim- 
mons Manufacturing Co., Cleveland; Smith, 
F,. A., Manufacturing Co., Inc., hKochester, 
N. Y.; Snap-On Wrench Co., Milwaukee, 
Wis.; Spencer-Smith Machine Co., Howell, 
Mich.; Splitdorf Electrical Co., Newark, 
N. J.; Sprague Tire & Rubber Co., Omaha, 
Neb.; South Bend Lathe Works, Soutk 
Bend, Ind.; Staff, J. Wadsworth, Chicago; 
Stanwood Equipment Co., Chicago; Stand- 
ard Parts Company, Cleveland; Star Rubber 
Co., Akron, Ohio; Stark-Inland Machine 
Works, St. Louis; Star Specialty Manu- 
facturing Co., Chicago; F. W. Stewart Man- 
ufacturing Corp., Chicago; Sterling Manu- 
facturing Co., Cleveland; Stiles Manufactur- 
ing Co., Bt. uis; Stone Manufacturing 
Co., Chicago; Spencer Metal Products Co., 
Spencer, Ohio; Sparks-Withington Co., 
Jackson, Mich.; Myles Standish Mfg. Co., 
Omaha, Neb.; Straus Co., St. Louis, Mo.; 
Smith & Hemenway Co., Inc., Irvington, 
N. J.; Standard Corporation. 

Templeton, Kenly & Co., Ltd., Chicago; 
Tuthill Spring Co., Chicago; Tuthill Sales 
Co., St. Louis; Trexler Co., Philadelphia; 
Tampa Hdw. Co., Tampa, Fla.; Temco 
Electric Motor Co., Leipsic, Ohio; Twen- 
tieth Century Tire Protector Co., Mid- 
lothian, Texas; Twebell Bros. Co., Milwau- 
kee, Wis. 

U. S. Air Compressor Co., Cleveland 

Valley Electric Co., St. Louis; Van Cleef 
Brothers, Chicago; Vogel, William, & 
Brothers, Inc., Brooklyn; Voorhees Rubber 
Manufacturing Co., Jersey City, N. J.; Vie- 
tor Mfg. & Gasket Co., Chicago; Vosburgh 
Miniature Lamp Co., Orange, N. J.; Veeder 


Mfg. Co. 

Wakefield Brass Co., Vermilion, Ohio; 
Walden-Worcester, Inc., Worcester, Mass.; 
Walker Manufacturing Co., Racine, Wis.: 
Warner-Patterson Co., Chicago; Weaver 


Manufacturing Co., Springfield, Ohio: Web- 
ber, P. H., Co., Hoopeston, IIl.; Westing- 
house Lamp Co., New York: Western Vul 
canizer Manufacturing Co., Chicago; Wal- 
ter Tip Co., Austin, Tex.; Whetstone, J. H 


& Co., Lapeer, Mich.; Woodward & Tier- 
nan Printing Co., St. Louis: Walter Eck- 
house & Co. 

“X"’ Laboratories, New York. 

Zinke Co., Inec., Chicago. > 
Annual Meeting of Cincinnati 


Hardware Club 


The annual meeting of the Hardware 
Club of Cincinnati was held at the Ho- 
tel Metropole on Thursday evening, De- 
cember 2. The principal business was 
the election of officers and the reading 
of reports on last year’s activities. Otto 
Burger, chairman of the nominating 
committee, reported that after one sec- 
ond’s consideration, he felt that it was 
the sentiment of the meeting that the 
fall slate of officers be re-elected for the 
ensuing year, and though President 
Guckenberger felt that the present offi- 
cers should retire to make way for a new 
slate, the members would not hear of 
it, and unanimously voted to accept the 
recommendation of the committee. The 
full slate of officers is as follows: Presi- 
dent, Fred Guckenberger; First Vice- 
President, Geo. M. Schott; Second Vice- 


President, Henry Jansen; Treasurer, 
Charles Pfau; and Secretary, E. J. 
Becker. It is worthy of note and also a 


striking tribute that the re-election of 
Mr. Becker to the position of secretary 
marks the eleventh year of his regime. 
Owing to the absence of Mr. Becker, 
who was detained at home by a bereave- 
ment in his family, and Mr. Pfau, who 
was ill, the reading of the reports of 
the Secretary and Treasurer was dis- 
pensed with, though Mr. Guckenberger 
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reported that the finances and other 
affairs of the club were in splendid con- 
dition. After a splendid steak dinner, 
J. B. Carson, secretary of the Ohio 
Hardware Association was called upon 
for a few remarks. “Jim” gave some 
interesting sidelights on the last con- 
vention, and outlined the plans for the 
February show at Columbus. He also 
took occasion to express his feelings 


TRADE 

Francis Harmon, Monterey, Mass., is 
associated with Fred H. Turner & Co., 
Great Barrington, Mass., hardware. 

Walter V. Knight, Proctor & Bowie 
Co., Westbrook, Me., has retired from 
the hardware business in which he has 
been engaged since 1895. The business 
will continue under the management of 
Leland Knight. 

Cheney E. Parker and N. E. Butler 
are now proprietors of the Phillips 
Hardware Co., Phillips, Me., W. B. But- 
ter having retired from active partici- 
pation of the company’s affairs. 

Whiting Williams, writer, gave an ad- 
dress on What’s on Workers’ Minds in 
Britain and America, before the Engin- 
eering Club, Greenfield Tap & Die Cor- 
poration, Greenfield, Mass., on the even 
ing of Dee. 6. 

Guy A. Eaves, formerly of Fitchburg, 










Fac-simile of daily 
issue at the conven- 
tion 
with regard to the present tendency 
towards cancelling of contracts, and 


urged his hearers to use their best efforts 
towards maintaining a high standard of 
morals in their business dealings. Otto 
Burger also discussed present day con- 
ditions and gave it as his opinion that 
while there was no doubt that prices 
would be lower in the future there was 
no cause for apprehension. 


NOTES 

Mass., has been made office manager, 
Simonds Saws, Limited, Bayham, 
Camdentown, London, N. W., a subsi- 
diary of the Simonds Mfg. Co., Fitch- 
burg, saws. Associated with Mr. Eaves 
will be Leon E. Wilbur. 


eo 
oo 


Charles O. 
Retail Hardware Dealers’ 
is taking an active interest in a move- 
ment started in Maine, the object of 
which is to give men of that 
state consideration in state and national 
legislation. H. P. King, King & Dexter 
Co., Portland, Me., also is interested in 
the movement. 


Eaton, president, Maine 
Association, 


business 


Approximately seventy-five concerns 
have signed up for space in the exhibi- 
held under the auspices of 
England Hardware Dealers’ 
Mechanics 


22 and 23 


tion to be 
the New 
Association, in 
Boston, Feb. 21, 


suilding, 








The Salesman Who Knows His Job 


What the Inquisitive Reporter Found in Two New York 
Hardware Stores—Auto Accessories Sold by a Man Who 
Likes His Work—Service Wrapped in Every Package 


We were patient and we waited, but we weren’t “waited on,” 
And we heard disgruntled comments by the score. 
So we pocketed our patience, and we didn’t make our purchase 
In that “very busy” general hardware store. 
Hardware Rhymes. 


HE Managing Editor assigned 
us recently to get a story about 
the way motor accessories are 

handled in a New York City hard- 
ware store. 

“You will probably find,” he said, 
“that New York dealers handle this 
line very differently than do most 
of the hardware dealers throughout 
the country. The competition in a 
large city like New York is very 
keen, and hardware dealers have to 





cialty shops and garages. The way 
the New York dealer overcomes these 
obstacles ought to make an interest- 
ing and instructive story.” 

So we sallied forth upon the high- 
ways of the great city that O. Henry 
called “Bagdad-on-the-Subway,” and 
it so happened that we had two ex- 
periences, one bad and the other 
good, and both typical of New York. 

We went to a large hardware store 
on one of the numerical avenues that 


contend with department stores, spe- run lengthwise upon Manhattan 
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Where auto supplies are intelligently sold—the Longacre Hardware & 
Electric Co. 
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Island. The store we visited was 
neat and clean and the stock well 
displayed. We thought we had 
reached our proper. destination. 
Quite a number of customers were 
in the store, but most of them were 
standing around as though they had 
not been waited on. It seemed to us 
that some of them showed signs of 
impatience. 

There were six salesmen on the 
floor. Three of them were chewing 
gum. Their jaws moved at a velocity 
that would have bewildered a cud- 
chewing cow. We were gratified to 
observe that several customers be- 
sides ourselves were fascinated by 
the rapidity of the movement of the 
gum chewers’ jaws. We forgot all 
about the stock on the shelves. We 
forgot all about the other salesmen; 
the other customers; the reason for 
our presence in the store. We gave 
ourselves up completely to the hyp- 
notic fascination of the gum chew- 
ing trio. 

The Gum Chewers’ Retreat 


But fortunately this did not last 
long. The gum chewers moved out 
of our hypnotized line of vision and 
the spell was broken. However, 
other and equally diverting amuse- 
ments beguiled us while we waited. 
Salesmen in this store seemed to have 
a most remarkable keenness and abil- 
ity for argument. One auburn-haired 
salesman in particular convinced two 
customers in succession by the sim- 
ple process of out-shouting them that 
they were wrong about the kind of 
goods they thought they had wanted. 

The feeling began to creep over us 
that if we remained we would be bull- 
dozed, so to speak, and all our sen- 
sibilities shattered so that it would 
require weeks before we would ever 
again be of any use as a gatherer of 
news. 

Just then a man approached us and 
mumbled to us in a deep bass voice: 

“That’s the worst of this — place. 
Ya can’t ever get waited on.” 

We feigned a smile and registered 
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what is termed in the movies as un- 
derstanding. 

To end the narrative of this dis- 
tressing experience, we waited pre- 
cisely thirty-five minutes before we 
were spoken to in that store by any- 
body but the one disgruntled cus- 
tomer. And then we had to address 
one of the salesmen and ask a ques- 
tion. He was good enough to inform 
us that his firm didn’t handle motor 
accessories at all. We thanked him 
and inwardly congratulated the man- 
ufacturers of accessories because of 
the fact. 

II 

The Longacre Hardware & Elec- 
tric Co., Inc., 806 Eighth Avenue, 
was the next place that we visited. 
We were greeted at the door by a 
young man who possessed a smile 
that won our confidence immediate- 
ly. We told him our business and 
he said: 

“Roy is the man you want to see. 
He’s right up stairs in the acces- 
sories department.” 

So we went upstairs and another 
young man with dark hair and ex- 
pressive eyes came forward to meet 
us. He looked as though he ought 
to be named Roy so we ventured the 
query: 

“Are you Roy?” 

“Yes,” he replied; “what can I do 
for you?” 

Roy Knew Accessories 


We told him we were willing to 
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They call attention to the auto accessories department by a prominent sign 


begin on equal terms, so we whis- 
pered unto him our first name. And 
as we got into the discussion of motor 
accessories we found that we were 
talking to an enthusiast and a man 
in whom the selling instinct was ap- 
parently second only to that of self- 
preservation. 

The Longacre Hardware & Electric 
Co. started to handle auto accessories 
about two years ago. They started 
with about $1,000 worth of stock. 
To-day they have between $7,000 and 
$8,000 worth of accessories in stock 
which they have turned over during 
the past year nearly four times. 

They began adding to their stock 
at the beginning by careful buying 
of articles that customers called for 
at various times. Leroy Ebenstein is 
in charge of the department and does 
all of the accessories buying. He 
has learned the business as the busi- 
ness grew, and by carefully watch- 
ing the demand and the sales records 
he has been able to build up his de- 
partment to one of the most profit- 
able in the store. 

In the beginning salesmen visited 
repair shops and garages and drum- 
med up business. Circular letters 
* ere sent out to every possible pros- 
pect, but above all the big asset for 
getting business, as Roy expresses 
it, is the fact that the Longacre 
Hardware Co. “sells service with sup- 
plies.” 

Every month a calendar is sent 
out by the company so that the Long- 
acre Hardware Company’s name is 
introduced to the attention of its 
customers every month in a novel 


and distinctive way. The calendar 
has a different picture every month, 
and it would surprise you, Roy says, 
the growing number of people in all 
parts of the city that request cal- 
endars. 

The window displays of the Long- 
acre Hardware Co. are changed every 
ten days and there is invariably a 
small section in one of the windows 
devoted to accessories. 


Selling Service Always 


“The main thing about selling 
accessories in New York,” Roy con- 
fided to us, “is to sell service and 
good will. We always try to estab- 
lish personal contact with all of our 
customers and to build up a really 
sincere and intimate basis of friend- 
ship! The only way to get business 
in New York, or anywhere else, for 
that matter, as I see it, is to go out 
and get it. If you wait for it to come 
to you you’ll have to wait until king- 
dom come.” : 

As a concluding observation which 
we would like to emphasize and leave 
in the form of a double query for 
the consideration of hardware deal- 
ers everywhere we venture to ask: 

If a hardware dealer in the heart 
of New York City can turn over an 
$8,000 stock of auto accessories four 
times a year by simple, ordinary, 
everyday methods of salesmanship, 
is there any substantial reason why 
dealers in other places, unhampered 
by the same intensive degree of com- 
petition, cannot surpass this figure; 
and, furthermore, considering the 
circumstances and the difficulties in- 
volved, is this figure not one worthy 
of honest respect and admiration? 











Accessories That Appeal to the Motorist 


So Many Things Can Be Sold to Autoists That the Hard- 
ware Man Should Follow This Line Up Very Closely 


can sell to the man or woman 
who has a car. 

It doesn’t matter how much or 
how little they paid for it; it doesn’t 
matter how well equipped it is; it 
doesn’t matter whether they came 
with any intention of purchase. The 
only fact that matters is the fact 
of having the accessory in stock, and 
even this is not anything to worry 
about for there are so many to choose 
from. 

The motor car fills a place in 
modern life that nothing else ever 
did or ever will, for it lies in the 


il oe is always something you 


whatever it may be—and the desire 
to possess it and enjoy the relief or 


convenience of its use is involuntary. 


There is a tremendous difference be- 
tween driving a horse and wagon, 
and driving a machine. A difference 
that has nothing to do with the com- 
parative speed or skill required. 
30th are motive powers that will get 
you somewhere or accomplish some 
thing, but there the similarity ends. 


The 100 Per Cent Friend 


The motor is 100% efficient, and it 
is thoroughly up to date. It is not 
one of the family and willing to 
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A good case of accessories well toward the front 


two extreme fields of practical util- 
ity and pleasure, pure and simple. 
To many the motor car affords the 
indispensible connecting link with 
the purchasing public, and at the 
same time the indispensible connect- 
ing link with the world of social in- 
tercourse and other pleasures. Time 
and distance are not through its ac- 
tivities, and therefore the car owner 
is approachable through almost every 
line of suggestion, and no matter 
what he has bought yesterday he will 
be just as ready to buy something 
else to-day—and to-morrow. 

The motor accessory is a fine little 
salesman by itself, for it is always 
practical, and almost always the solu- 
tion of some problem or some incon- 
venience which the driver of the car 
has bewailed. Nine times out of ten 
it is only necessary for him to see— 


adapt itself to the family fortunes 
like the horse. You can’t patch up 
its trace with a bit of wire; you 
can’t make it wait an hour or so for 
dinner, but it does better. Instead 
of lowering itself to make shifts, it 
raises the possessor to its level and 
demands equipment and care. 

He gets into the car, whether for 
business or pleasure, impressed, sat- 
urated, with the idea of getting 99% 
of efficiency out of it, and the ac- 
cessory which will insure this or in- 
crease it, that will fit into some need 
or fill some desire is practically “sold” 
as soon as he sees it. 

The weather is to be depended upon 
all through the year to make fine 
sales talk. Just now when the idea 
of being cold is comparatively new, 
there are many accessories which 
will do much to make the driver com- 
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fortable, and also some which will 
increase the life and efficiency of the 
car. 

Electric Engine Heaters 

There is more actual comfort in a 
very small degree of heat inside the 
car than there is in keeping out a 
great deal of cold, and the electric 
heater is not only a personal com- 
fort, but also a real and practical aid 
to the driver. 

Placed inside the hood, the electric 
heater will keep the engine warm es- 
pecially if there is a cover outside. 
It is also applicable for the starter 
and the intake. 

Under foot it is an unmitigated 
joy, or it will warm up cold hands 
in a few minutes. 

Heaters are now made in especially 
adapted styles for heavy trucks and 
delivery wagons; for limousines and 
other expensive styles; and for the 
small sizes and less expensive ones. 
The electrical motor car heater is 
one of the most practical and satis- 
factory accessories to handle. 

The best is supposedly the only 
spark plug to handle, for it is of 
such supreme importance and costs 
so comparatively little. 

A good spark plug item is a little 
contrivance which revives an old 
plug even when the porcelain is 
badly cracked, and is said to double 
the life of a plug that shows signs 
of giving out. 

Dry batteries are excellent sales- 
men, and in these days of cold and 
sluggish engine response their quick 
ignition in starting the Ford is a 
fine selling point. 

Another equally good counter item 
is a case of carbons for the electric 
heater. 

The “Rattle Trap” 


The rattling of any part of the 
car is fatal to its smartness, no mat- 
ter how carefully it is cleaned and 
kept up, and accessories which pre- 
vent it are among the best lines to 
handle. 

There is, for example, an anti- 
rattle for the crank, holding it to the 
lamp bracket in safety and silence. 
There is an anti-rattle for the brake 
rod; there is one for the steering 
rod. There is one for the door, and 
they all sell themselves when their 
mission in life is explained to the 
owner of a “rattle trap.” 

You can’t keep a car under a glass 
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case, or even under the most rudi- 
mentary sort of protection, and wind 
and weather are rough playfellows. 
They delight in making the surface 
of whatever they touch lose its smart- 
ness and beauty, and therefore the 
line of finishes which renew the 
freshness which they have dulled 
are most excellent items. It isn’t 
necessary to repaint the entire car, 
and the owner who hears this good 
news is very favorably disposed to- 
wards the items which he can use 
just where they are needed to make 
the car last out the season and keep 
up its appearance. 

One of the most adaptable and 
handy items in the list of things 
which touch up and renovate worn 


A Brooklyn window that contains many things for the car 


places on the car is a can of black 
which comes for this special purpose. 
Black is a very different thing from 
rust, and there is nothing which 
gives a shabby look to a car so 
quickly as the dribble over the radi- 
ator. 

A weather worn mohair top may 
be rejuvenated through an applica- 
tion of its own particular dressing. 

Leather cushions lose their deject- 
ed appearance if they are treated 
with a good leather dressing that is 
especially adapted to their needs. 
Cylinder enamel is appreciated with 
the first application. It does won- 
ders and not only makes a ready sale 
but brings repeat orders. 

Gasket shellac is one of the real 


indispensables for the life of the car. 
Something to Tell the Customer About 


A real and practical money saver 
always sells, and there is an item 
which the dealer can tell his cus- 
tomers about with almost certain 
sales results as well as the more last- 
ing satisfaction of return orders 
and a great deal of free advertising. 

Tell him to go over his tires once 
a week, look for little spots and 
cracks through which dust, grit and 
moisture bore their insidious way, 
and re-vuleanize them with a con- 
trivance which clamps onto the tire 
and does the work. To keep “might 
be” places from getting to be real 
holes and cracks is a good deed. 




















Accessories featured in a display that reminds the auto owner of his many needs 
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There is nothing more exasperat- 
ing than a tire that refuses to hold 
the air. It has such a disreputable 
loaferish look, so entirely different 
from its brothers on the job. One of 
the best small accessories is a gum 
which comes especially to act on 
duck. Patches of various shapes and 
sizes are indispensible when they are 
wanted at all, and may be made to 
lead up to many other items. 

It is a wise precaution to’ have 
some of the filler for cracks in sin- 
gle tube tires, for there are many 
of them, both tires and cracks, and 
their prompt repair is a good intro- 
duction. 

In all the list of automobile acces- 
sories there is no word that has been 
developed into greater scope and var- 
iety than “windshield.” 

Originally, as we all know, it was 
a staid and respectable piece of plate 
glass on the front of the car to keep 
off the wind, but it wasn’t long be- 
fore it began to appear in many dif- 
ferent shapes, such as small “indi- 
vidual” round or ovals, double round 
shapes like spectacles; and all sorts 
of divisional devices. 

One of the best selling accessories 
is the “wing” or side shield which 
prevents the troublesome side suc- 
tion of wind. Another good note is 
that of the tonneau shield. 

A jack of some kind is the first 
step in the majority of repairs, and 
there is so much solid satisfaction in 
using a jack that jacks, that it is 
one of the best items to handle. 

Strength would seem to be the 
first requisite in a jack, and yet one 
of the most successful on the market 
hardly mentions that quality in com- 
parison with its ease of operation. 
This fact brings to mind the fact 
that the jack carried in the car is 
used very often by those who do not 
understand the principles of me- 
chanics, and therefore ease of opera- 
tion is a very important recommend- 
ation. 

One of the best selling ideas is a 
jack to put under the wheels when 
the car is stored, or at rest for a 
long time, to keep the weight off the 
tires. 

The Jolt of the Road 


In the old days horse vehicles 
going down hill were more or less 
jounced over the ridges built across 
dirt roads to prevent floods from 
making channels, but nobody dreamed 
of trying to prevent the jouncing and 
were supposed to say, “Thank you, 
Ma’rm,” at each ascension. 

There are many devices, however, 
to take the jounce out of roads over 
which the all powerful motor takes 
its way, and among the higher priced 
accessories there are none more pop- 
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ular and satisfactory to handle than 
the various styles of appliances which 
are on the market. 

No one would dream of going out 
in a boat of any size without bump- 
ers of some kind, and it would seem 
only common sense to apply the same 
to the car, for they are often enough 
brought alongside of all sorts of ob- 
stacles where some sort of protection 
is desirable. 

One of the best things about sell- 
ing bumpers is the fact that it is 
just as easy to sell a set to the man 
who already has one installed as to 
the man who has none, for their is 
fierce and unremitting war among 
car owners as to the rival merits of 
front and back bumpers. 

It is a good thing to try for the 
two, by the simple and classic meth- 
od of telling the prospective cus- 
tomer that he needs them both—“In 
front when you bump, and in the 
back when you get bumped.” There 
is good, sound common sense in that 
and good selling talk, too. 

The non-skid chains are too well 
known to need more than a reminder 
of their universal popularity. They 
should be one of the standard items 
in the line of auto accessories. 

It is a matter of choice entirely 
whether or no the chain is held taut 
by the cross springs, some claiming 
that it is better for the tire to leave 
the chain loose, and others equally 
sure that anything is preferable to 
the flap and wear on the mud guard. 

Many car owners believe in having 
a tow chain ready, and have proved 
the wisdom of it by a safe tow into 
the repair shop. 

A good assortment of separate 
links is one of the indispensable parts 
of the accessory outfit. 


Ten Miles From Nowhere 


Of all indispensible articles an air 
pump heads the list when there is 
no “free air” within sight, sound or 
hearing, and some sort of pump 
should unquestionably form part of 
the regular car equipment. 

There are always things of very 
varied shapes, sizes and weights to 
be carried in the motor car, and in 
its strenuous proceedings, these are 
often a great nuisance. 

One of the most successful access- 
ories is that which makes the “motor- 
ing baby” safe and comfortable, to 
say nothing of relieving the mother 
of a great responsibility and a de- 
cidedly uncomfortable package. There 
are several kinds of baby carriers 
and all of them seem good. 

The baby carrier can be used for 
anything else when the rightful 
owner is not on hand. They make 
fine and roomy receptacles for mar- 
keting. 
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On the Running Board 


From the first Progress, Economy, 
and Chumminess, focussed their eyes 
on the runnnig boards of the car, 
and from time to time they have 
swooped down upon it with some 
accessory, or failing this they have 
taken to shearing it off altogether. 

Among the devices which these 
Powers devised for use on the run- 
ning board of the car there is the 
adjustable seat, already too well 
known to need mention, but of late 
there is a growing tendency to make 
more practical use of the car, and 
various luggage carriers which make 
the running board into a convenient 
and commodious store house for 
almost anything, are excellent ac- 
cessories. 

As to lights, for example. One 
man takes the greatest pride in his 
search light, while another prefers 
the limit of conservative twinkle. 
Almost every driver will appreciate 
the necessity of a good electric hand 
torch for emergency. 

A most excellent selling point is 
found in the light which serves the 
regular purpose of a road light, ad- 
justable to locality and traffic, and 
is also portable on a cord long 
enough to make it a practical trou- 
ble illumination. 


TRADE NOTES 


Thieves and fires are taking a prom- 
inent part in the lives of New England 
retail hardware dealers. Among those 
to suffer losses by thieves breaking in- 
to stores within the recent past are: 
H. T. Seaver, Burlington, Vt.; Ross & 
Bradford, Springvale, Me.; and Walter 
E. Jones, Uxbridge, Mass.; while those 
to suffer losses by fire are: Bowman 
Hardware Co., Skowhegan, Me.; Cap- 
ital Hardware Co., Concord, N. H. 

Mason H. Little, recently resigned as 
manager of the Piqua district of the 
Dayton Power and Light Co., has joined 
the staff of the Wood Shovel & Tool Co., 
Piqua, Ohio, taking up his new duties 
December 1. 

Edward H. C. Moore, one of the old- 
est of Cincinnati’s travelling salesmen, 
died recently at his home in that city, 
aged 75. Mr. Moore had been connect- 
ed with the F. H. Lawson Co. for 35 
years, travelling the Ohio Valley terri- 
tory for more than a third of a century. 

J. Howard Phillips, retired stove 
manufacturer, died recently at his home 
in Cincinnati. It is said that Mr. Phil- 
lips was the first manufacturer to intro- 
duce gas stoves in Cincinnati. Mr. 
Phillips was 77 years old, and leaves a 
widow and son. 

The manufacturing plant of the 
Pleasantville Window Glass Co., Pleas- 
antville, Ohio, was destroyed by fire re- 
cently. The company’s office and a 
warehouse escaped the flames. It is 
understood that the company will re- 
build shortly after the first of the year. 















Keeping the Motorist Comfortable 


How the Hardware Man Can Help the Winter Auto 


Driver Keep His Hands and Feet Warm at All Times 


Louis hundreds of hardware 

dealers and jobbers ought to 
have the show spirit in pushing win- 
tertime auto accessories. Scores of 
capital sales ideas and nothing less 
than a “flock” of sales points were 
absorbed by the trade. Such an ex- 
perience is likely to prove an incen- 
tive and inspiration for aggressive 
merchandising of this line through- 
out the bleak months ahead. 


Buc from the big show at St. 


Selling an idea is always more 
effective than selling a thing. The 
idea takes hold. It makes an im- 


pression—a lasting impression. Just 
selling a thing is a cold, clammy act, 
but a warm, fresh, new idea engen- 
ders enthusiasm and stirs interest. 
Suppose your idea is one of warmth 
and comfort in winter driving, 
wouldn’t it be easier to put over than 
the usual attempt to sell an article? 

The warmth idea ought to sound 
sweetly to the motorist’s ear because 
the idea is founded on_ bed-rock. 
There isn’t one last reason in the 
world why a car is not needed in 
winter just as much as it is in sum- 
mer, but many of them are not used 
because they are cold and comfort- 
less when Old Boreas blows snow 
over the earth’s surface. Convince a 
man that he can drive in winter 
with the same sleek comfort as in 
summer and he will “hop to it” with 
a smile, 

Keeping the Driver Warm 


There are many things made to 
keep a car and a driver warm in win- 
ter. Selling them is profitable and 
more than possible with reasonable 
effort. Suppose first you fix up the 
motorist’s hands. He needs good, 
warm gloves, the kind that give him 
maximum comfort and at the same 
time full use of all of his digits. 
You have those gloves and he will 
but have to be shown to buy them. 
3ut the best gloves made will not 
keep fingers from getting icy if the 
drive is a long one, so fix up the 
wheel so it will always stay warm. 
There are several appliances that 
are sure proof against cold hands 
and chilly driving. When _ the 


safety, certainty and convenience of 
this accessory is impressed on the 
trade, sales will be childishly easy. 
But that leaves the feet uncared 
for and mercy knows that cold feet 
are a curse—physically cold feet or 





mentally “cold feet’ are very bad. 
But there isn’t one little iota of a 
reason why the motorist’s toes 
should ache with discomfort, no mat- 
ter if he drives from daybreak to 
nightfall. A heater will keep his 
toes toast-like warm. Where is 
there a car that should not have 
a heater to bring pleasing warmth 
on cold days? They may be had for 
a reasonable sum and in several 
sizes, and car owners will gladly buy 
them if they are convinced of their 
cheery warmth. 

A window display of heaters can 
be arranged in very little time. Cot- 
ton batting will give a foundation 
suggestive of snow and the few tasty 
cards shown explain the convenience 
and practicability of these very es- 
sential winter chasers. 

Blankets and robes, of course, are 
seasonable and the various protec- 
tions for the radiator ought to 
move now. 

One thing the hardware distribu- 
tor of auto accessories can do to make 
bigger sales is to offer to install de- 
vices which he has to sell. The ac- 
cessory man often cinches a sale by 
saying “I’ll put it in for you.” If 
you want to speed up sales of hand 
warmers one of the best ways in the 
whole wide world is to say to the 
prospective buyer that you will at- 
tach them. That makes it easy for 
him to buy. It removes all doubt. 
It’s a small service but it’s appre- 
ciated in a big way. 

Practical Demonstration 


A very enterprising hardware man 
hit on an excellent plan for selling 
accessories. He did not sell cars, 
but he asked an agent to let him take 
a car and he rigged it up from stem 
to stern with every possible sort of 
accessory. Chains and clocks, even 
ash trays were placed in the car, 
until it had all the trimmings which 
any owner could put on a machine. 
Then when a customer came into the 
showroom the dealer got him in the 
car. He let him see just how the 
various accessories were used. He 
tested their convenience and found 
that they were practical. There was 
no “guess-work” on how a thing 
would work. It was shown in actual 
operation and the sales that this man 
made caused his stock to change 
about as often as the wind. It was 
an idea that went over big. Anyone 
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it. There is no patent on 

It’s free to use and it is usable. 
The service idea can well be 
stressed. Sales are often stopped be- 
cause the customer does not want the 
bother of trying to put on the thing 
he migh‘ otherwise buy. He is not 
sure of his ability to attach it prop- 
erly. If the dealer takes this worry 
off his mind it is a big forward step 
in closing the sale. 

And, above all, we want to be 
shown. Most of us were born in 
Missouri when it comes to that. The 
eyuipped cer in your store or your 
window is a practical demonstration 
and a sure sales closer. 


TRADE NOTES 


The southern division plant of the 
Corning Glass Works, located at Kings- 
port, Tenn., is now in operation. This 
new factory will be used exclusively 
for the manufacture of Pyrex kitchen 
ware, serving particularly the southern 
trade. 

F. W. Abbot will handle the terri- 
tory centering around Minneapolis, 
Minn., for the India Tire & Rubber Co., 
Akron, Ohio. He has been connected 
with the sales staff of the company for 
many successful years. 


can copy 
it. 


At a meeting of the Board of Direc- 
tors of the Pennsylvania Rubber Co., 
Jeanette, Pa., held November 24, 1920, 
the regular quarterly dividend of 1% 
per cent on preferred stock and 1% per 
cent on common stock was declared pay- 
able December 31, 1920, to stockholders 
of record December 15, 1920. 

J. C. Kopf, formerly Manager of the 
Engineering Department of the Duff 
Manufacturing Co., Pittsburgh, has 
been appointed Research Engineer and 
placed in charge of a newly established 
research department. F. W. Schwerin 
has been promoted to Manager of En- 
gineering. 


The Five-In-One Mfg. Co. Capital 
$30,000, consisting of 300 shares, par 
$100, 280 of which are issued. David 
C. Dupre is president and Wilfred 


Dupre, treasurer. The charter provides 
for the manufacture of wringer mops, 
hardware, glassware, tinware and 
woodenware. 


THE HARDWARE JURY 


Again a manufacturer of hardware 
leaps to the front in making history. 
New Jersey’s first mixed jury consist- 
ing of five women and seven men sat in 
Montclair to adjudicate a hardware bill. 
It was the claim of the Grant Pulley & 
Hardware Co., New York. 
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Preparing for the 
Last Ten Days 








The Society of Electrical Development’s table 


VERY hour of these last few 

days before Christmas holds 

great possibilities, especially 
in the sales of household time and 
labor saving appliances and con- 
veniences, for both of these may be 
shown so convincingly that they will 
speak loudly to the distracted seeker 
after Christmas gifts who must get 
“something” and has little time to 
pick and choose. 

The great thing in these last min- 
ute displays is to concentrate the 
attention upon some one idea of pur- 
chase. The time has gone by to set 
forth a tempting selection, to lure 
the passer-by in to admire and make 
a leisurely decision. The display 
must hit straight and unswerving— 
“Buy this; don’t go wandering about 
and get something unsatisfactory at 
the last minute.” 

The way to make the great idea 
practical is to make it cover the 
actual stock you want to sell, and 
therefore the display should be so 
simple that it may be varied from 
day to day. It is quite possible to 
have the same setting for several 
different articles. A rug on the 
floor; a cardboard chimney; and a 
few loops of green and red paper 
with hanging bells will give the 
Christmas background, and leave the 
center of the window for whatever 
is to be displayed. One day it may 
be a washing machine, another day 
a vacuum cleaner, fireless cookers and 


their relations, or the always popular 
electrical devices. 


Remember You Are Not Selling Xmas 


The tendency in all successful 
window trims is toward the ac- 
centuation of the articles to be sold 
and the use of seasonal or other 
effect as the background merely. 

Some of the most influential New 
York show windows are good ex- 
amples of this. Macy’s great Broad- 
way stretch of display windows are 
dressed with various merchandise, 
and to tie them up to the idea of 
Christmas each has, on the center 
background, a huge wreath of glit- 
tering tinsel flowers. Gimbel shows 
wreaths of green and red. These 
windows do not make any sales dis- 
play of Christmas; the idea of holi- 
day sales is there, unmistakable, 
but with no suggestion of purchase; 
that is reserved for the merchandise, 
and it is made the most of by cards 
giving the desirable features and, 
most important of all, the price. 

Did you ever stop to think how 
many people buy their presents ac- 
cording to a price limit? 

“IT must get something for about 
$5.00 for so and so.” Many and 
many a sale that would otherwise 
have been quickly made is lost be- 
cause of some comparatively small 
excess of price. Many and many a 
gift seeker has the list carefully 
graded—so much for each one and 
even a dollar may throw out the 
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Just Before Christmas 
Is the Time to Get 
Things Moving from 
Your Shelves to the 
Hands of the Consum- 
ers—Putting Forth 
Efforts and Getting 
Results. 


whole thing. Plain prices with as 
much range as possible is one of the 
best possible selling “lures” for the 
gift seeker. 


Men Buy at the Last Minute 


There may be some men who like 
to shop, but as a general rule the 
average man in a shopping crowd 
wears an expression of despair and 
acts as if he never expected to see 
home or friends again. Also they 
have a masculine scorn of shopping 
early and boast loftily that they can 
run out at the last minute and get 
things. When they actually get out, 
however, they are extremely recep- 
tive to suggestions for gifts for the 
gentler sex. There is no better sug- 
gestion to offer them than the house- 
hold appliances and conveniences 
which every woman will welcome. 

The best selling point in the fire- 
less cooker is Result. Have real food 
in the window appetizingly cooked 
and it will appeal to every single 
soul who looks at it. Tell this enor- 
mous purchasing possibility of the 
ease and the certainty of its prepa- 
ration in the fireless stove; of the 
fact that it requires no thought or 
care after it is once started and the 
sale of fireless cookers is not only 
started for the Holiday season but 
for the whole year. 


A Fine Opportunity 


There is a fine opportunity for 
suggestion in display right now, and 
while the fireless cooker is unques- 
tionably an excellent idea, there 
should also be platters under the 
food, and carving sets ready to hand. 
Also wherever the table cloth idea is 
appropriate use the pretty paper sets 
that you sell. Do not show other 
cooking utensils. Concentrate the 
cooking idea on the fireless stove. 





December 16, 1920 


There are two classes of women 
who do not want a good vacuum 
cleaner—those who already have one 
and those who do not know about 
them. 7 

The first class should be the 
dealer’s best possible advertisement. 
The woman who has one is sure to 
grow enthusiastic over a vacuum 
cleaner window display and tell her 
friend about it. It is safe to say 
that every woman has at least heard 
that there are vacuum cleaners and 
the sight of a window display of 


HARDWARE AGE 


Here’s a good last minute display 


them will make her want to know 
more. 


Use the Stock You Want to Sell 


It would be possible to cite special 
advantages for almost every house- 
hold appliance as a Christmas win- 
dow display, because they are each 
and all what women want, but the 
dealer is naturally interested in 
selling his own particular lines and 
therefore he can easily make the 
selection of last minute displays 
from the stock he wants to move. 


You can’t go wrong in modern 
household devices. Each one is de- 
signed to fill the actual demands of 
the housewife and—it does it. 

Nobody buys the things in the 
window, and unless the display is 
continued inside the store with equal 
attractiveness, and the possible cus- 
tomer greeted with courtesy and at- 
tention, the window display is simply 
waste of time and money. For ex- 
ample: the customer who sees elec- 
trical goods in the window must see 

(Continued on page 102) 


Cookers are always good presents to the modern housewives 








Coming Hardware Conventions 


TEXAS HARDWARE AND IMPLEMENT AsS- 
SOCIATION CONVENTION, Dallas, Jan. 18, 


19, 20, 1921. Hotel headquarters, Adol- 
phus Hotel. A. M. Cox, secretary, 1808 
Main Street, Dallas. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 


Seattle, Wash., Jan. 18, 19, 20, 21, 1921. . 


E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL VEHICLE AND HARD- 
WARE ASSOCIATION CONVENTION, Kan- 
sas City, Jan. 18, 19, 20, 1921. H. J. 
Hodge, secretary, Abilene, Kan. 

MissourRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27, 1921. W. W. McAllister, 
secretary-treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 

OREGON RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WEST VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EXHIBITION, Huntington, W. Va., Feb 
1, 2, 3, 1921. James B. Carson, secre- 

tary, 1001 Schwind Building, Dayton, 
Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Omaha, Feb. 1, 2, 3, 4, 1921. Headquar- 
ters will be at the Rome Hotel and Ex- 
hibition at the Auditorium. George H. 
Dietz, ‘secretary-treasurer, 202 Hall 
Hardware Block, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSO- 
VIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philade}- 
phia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl §. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 11, 1921. W. 


B. Porch, secretary-treasurer, Okla- 
homa City. 
NoRTH DAKOTA RETAIL HARDWARE 


ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9, 10, 1921. C. N. Barnes, secretary, 
Grand Forks. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIl., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1921. H. O. 
Roberts, secretary, Metropolitan Life 
Building, Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 

IowA RETAIL HARDWARE ASSOCIATION 
AND EXHIBITION, Des Moines, Feb. 22, 


COLDWELL IS NOT DEAD 


Very much alive, Joseph Coldwell, 
head of the Coldwell Lawn Mower Co., 
Newburgh, N. Y., denied his death ag 
was reported in local papers. 

Mr. Coldwell has been active in the 
lawn mower company for the past 
forty-eight years, and has had as as- 
sociates and employees men who have 
worked almost as long a period of time. 
It was a comment on,latter fact that 
caused the mistake. A statement was 
printed giving a list of employees who 
had worked forty years or more stating 
at the end that they were all dead. Mr. 
Coldwell found his name in a very 
prominent position on the list and im- 
mediately proceeded to make the proper 
contradiction. 

The lawn mower factory overlooks 
the Hudson River and is a very famil- 
iar sight and landmark for the heavy 
summer crowds who take the daily trip 
to Poughkeepsie and New York. At 
night the name of the company is 
shown in an electric sign visible from 
the river. 





GETS DISTINGUISHED SER- 
VICE CROSS 


The distinguished service cross has 
been awarded by the President to 
Major Walter Gresham Andrews of the 
Machine Gun Company, 107th Infantry, 
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23, 24, 25,1921. A. R. Sales, secretary- 
treasurer, Mason City. 

SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 23, 24, 25, 1921. H. O. Rob- 
erts, secretary, Metropolitan Life Build. 
ing, Minneapolis, Minn. 

New YorK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Exposition Park. 
John B. Foley, secretary, 607-608 City 
Bank Building, Syracuse, N. Y. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Petersburg, Feb. 22, 
23, 24, 1921. Thos. B. Howell, presi- 
dent and acting secretary, Richmond. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 


rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Tex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


for extraordinary heroism in action 
near Vendhuile, France, Sept. 29 and 
30, 1918, during the World War. Major 
Andrews is the son of William H. 
Andrews, Chairman of the Board, 
Pratt & Lambert-Inc. 

In announcing the award, the war 
deartment said: “Although severely 
wounded in the arm on the morning of 
Sept. 29. Capt. Andrews gallantly led 
his company throughout the attack on 
the Hindenburg line after the advance. 
He made a personal reconnaissance 
under heavy shell and machine gun fire 
and organized a section of the trench 
within twenty yards of the enemy line. 
This position was held against enemy 
grenade and machine gun fire until 
relieved on the afternoon of Sept. 30.” 

Shortly after his return from over- 
seas in the spring of 1919, Major 
Andrews became superintendent of 
Pratt & Lambert’s Bridgeburg,, On- 
tario, plant. He is also a member of the 
board of directors. 





Employees Given Turkey 


Each employee of the Pratt & Lam- 
bert Co.-Inc., was presented with a 
dressed turkey for Thanksgiving, as has 
been the custom of the company for the 
past twenty years. The average weight 
of the traditional birds given was ten 
and a half pounds, and everyone got 
one, from the office boys up. 











Edi Loria | Comment 


Eyes That See Not 


ISTORY teems with stories of avoidable injury to men whose vision is unimpaired. 
The blind man, knowing his infirmity, guards against disaster. The man with 
eyes, feeling security in his ability to see, heedlessly steps into the path of danger. 

None are so blind as those who won’t see. 

There are men in the hardware business to-day whose business eyes are unimpaired, 
yet who do not appear to see conditions clearly as they exist. 

Close one eye and look toward the sun. Then take a common silver dollar and hold it 
directly in front of the open eye. The sun disappears. A paltry dollar has shut out mil- 
lions of dollars’ worth of sunshine and light. 

The only economic right to a retail dealer’s existence as a merchant is the right to 
serve his community; to supply the people of that community with the merchandise of 
his line promptly at a reasonable price, receiving for his service a reasonable profit as pay- 
ment. 

If he fails to carry the range and amount of merchandise to meet his community’s de- 
mand, then that community owes him nothing. He becomes a community liability rather 
than a community asset. He loses sales, but he loses immeasurably more in confidence 
and prestige. 

Under good business management, the percentage of overhead costs diminishes with 
the volume of sales. It mounts rapidly when sales volume declines. A loss of only a few 
sales per day may increase overhead costs from a 20 per cent basis to one of 35 or 40 per 
cent—a greater loss than can in all probability arise from hardware declines. Under- 
stocking is as foolish as over-stocking. It is the direct result of business eyes that do 
not see. 

This is not an argument for heavy buying. It is a statement of facts, which reveal 
the fallacy of allowing the range of merchandise in a retail hardware store to fall below 
a community’s needs. 

Good business eyes see a healthy business revival in the spring.’ They see good busi- 
ness now as compared to the old pre-war normal. They see in extra sales from reasonable, 
varied stocks, an extra profit to offset any possible losses from declines. They see a bright 
future in the holding of customer confidence and their own prestige. 

If dealers refuse to carry reasonable, sane stocks, jobbers will be forced to curtail 
purchases. Manufacturers will produce to their financial limit, and then stop production. 
When the spring demand opens there is a distinct probability that light retail and jobbing 
stocks will be quickly absorbed. The manufacturers’ surplus will be drained. Then may 
come “after-the-armistice’ conditions—shortages, lost sales, lost profits, and higher re- 
placement costs. 

Meanwhile the retailer, his vision obscured by the dollar, may face a tarnished pres- 
tige and a loss of patronage. He may allow a possible dollar loss to shut out the 
vision of hundreds of dollars in future profits. 

You can sell only what you have to sell. 

You can take a profit only from sales. 

You can hold trade only by supplying the wants of that trade. 

Eyes were made to use. 


PITY THE BLIND. 
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Congress Tackles Revenue Revision Problems 


Readjustment of Internal Taxes and Tariff Revision to Be 
Rapidly Pushed—House Committee to Grant Full Hearings 


WASHINGTON, Dec. 13, 1920. 


EVENUE revision looms large 
as the result of the first week of 


the new session of Congress. 
The wheels are already in motion and 
the Ways and Means Committee has 
decided to ask industrial leaders to 
come to Washington soon after the 
holiday recess to make representations 
concerning the desirability of revising 
the tariff schedules of the Underwood- 
Simmons law, 

This program has been approved by 
President-elect Harding and will be 
carried through at high speed. The 
Senate Finance Committee is co-oper- 
ating heartily with the House Com- 
mittee, and there is some talk of joint 
sittings of the two committees to hear 
the business men of the country in order 
that it may not be necessary for hear- 


ings to be held in the Senate after 
passage of the revision bill by the 
House. 


A time limit has already been placed 
upon the hearings by the Ways and 
Means Committee, and as it is believed 
that from six to eight weeks will be 
ultimately allowed it is probable that 
the House hearings will not be finally 


closed before the present Congress ad- 
journs. 
It will then be necessary for the 


Committee to take the bill up in exec- 
utive session and begin the big task 
of framing a new law based on the 
information gleaned in the hearings. 
On the basis of past experience, this 
work is likely to occupy at least sixty 
days, so that there is little prospect 
that the measure will be completed 
and ready for consideration of the 
House before May 1. 


By W. L. CROUNSE 


The discussion of the new tariff bill 
on the floor will proceed under a 
special order limiting debate, but at 
least a fortnight of general talk will 
be allowed before the vote is taken. 
In the meantime, the measure will have 
been under consideration by the Finance 
Committee and, in accordance with 
precedents, brief hearings will be held 
as soon as the exact form of the 
measure has been determined before its 
passage through the House. 

Program for Tariff Bill 

With reasonable expedition the bill 
can be sent to the Senate by June 1, 
and allowing thirty days for debate in 
that body, and for the work of the 
Conference Committee which will har- 
monize the diverse provisions of the 
House and Senate drafts of the 
measure, it should be possible to place 
the new tariff law on the statute books 
by July 1, 1921, the beginning of the 
new fiscal year. 

In framing this little schedule, no 
allowance for unforeseen developments 
has been made and it will not be sur- 
prising if consideration of the tariff 
is dragged into the new fiscal year. 
Internal Taxation Separate Problem 

Internal revenue adjustment is a 
problem separate and distinct from the 
tariff, although to some extent de- 
pendent thereon, as it goes without 
saying that whatever additional revenue 
can be obtained from the tariff will 
not need to be raised by internal taxa- 
tion. It is now regarded as improbable, 
however, that an effort will be made 
to incorporate the proposed internal 


revenue readjustment in the tariff bill 
because of the delay that would ensve 
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in the consideration of the subject. 

The House leaders have decided to 
devote their time henceforth, up to 
the date of the holiday recess, to an 
inquiry into the internal revenue situa- 
tion and will begin by hearing Secre- 
tary of the Treasury Houston. Sub- 
sequently they will listen to the repre- 
sentations of business men who are 
seeking changes in the internal revenue 
laws. 

Internal revenue revision presents 
by no means the elaborate problem that 
is presented in the comprehensive over- 
hauling of all the customs rates and 
the administrative provisions of the 
tariff; hence, it is altogether likely 
that the internal revenue and tariff 
revision bills will ultimately be passed 
on approximately the same date. It 
is within the bounds of possibility that 
the two bills may be consolidated after 
their passage by the Senate, which 
would enable the conference committee 
to consider both measures together and 
harmonize any inconsistent or ob- 
jectionable provisions. 


Secretary Houston’s Recommendations 


The Secretary of the Treasury in 
his annual report submitted to Con- 
gress during the past week pre- 
sented some data of vital importance 
to business interests of the .country. 
While his recommendations are to some 
extent discounted because he is on the 
eve of retirement from office, they will 
receive respectful attention, and should 
therefore be examined with care. 

The Congressional leaders have been 
appalled by the size of the estimates 
for appropriations necessary to run 
the Government during the year be- 
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ginning July 1, next, which exceed 
appropriations for the current fiscal 
year by considerably more than a billion 
dollars. I foreshadowed this heavy 
increase in this correspondence several 
weeks ago. 

The Congressional pruning knife 
will be relied upon to whittle down 
these estimates, but there is no doubt 
that Congress will find it a giant task 
to keep the national expenditures within 
the limit fixed for ‘the current year. 

Secretary Houston makes these sig- 
nificant observations concerning the 
desirability of tax reduction coupled 
with the necessity for carrying on the 
Government upon a scale commensurate 
with current conditions: 


Necessity for Haste 

“Fiscal and business conditions in- 
dicate the imperative need of a thorough 
revision of the tax law, in order that 
the more important changes may, with- 
out important retroactive application, 
be made effective, with respect to in- 
come and profits for the calendar year 
1921. The business interests of the 
country have a right to know in advance 
the rate of taxation they will be called 
upon to pay. 

“The purchaser and consumer have 
an equally vital interest in the early 
determination of the tax burden, and 
unless the making of returns and the 
prompt payment of tax are to be ob- 
structed the Bureau of Internal Reve- 
nue must be given a considerable period 
of the time before the first instalment 
payment in which to interpret the new 
law, to study, perhaps, and issue regu- 
lations, print the requisite forms and 
create any new administrative ma- 
chinery which may be necessary.- 

“For more than 18 months—since 
the opening of the special session of 
Congresss which began May 19, 1919— 
the President and his chief financial 
advisers have repeatedly urged revis- 
sion of the internal-tax laws. There is 
pressing need for expedition in this 
matter by Congress. Unless the prin- 
cipal amendments to the income and ex- 
cess-profits tax law be adopted in the 
early months of 1921 they cannot, with- 
out widespread confusion, be made to 
apply to income for the calendar year 
1921. 

Must Raise Four Billions 

“While it is highly desirable that the 
tax law should be revised at the earliest 
possible date, it is imperative, in my 
opinion, that the revenue from taxation 
be maintained after this fiscal year on 
a level of not less than four billions a 
year, to the end, at least, of the year 
1923. The internal revenue receipts 
may not greatly exceed $4,000,000,000 
even in the fiscal year 1921, on the 
basis of existing law. We now have a 
floating debt (tax and loan certificates 
maturing within 12 months) of ap- 
proximately $2,350,000,000. This short- 
time debt should not be funded, but 
should be retired, if possible by the 
end of the fiscal year 1922. 

“On January 1, 1923, war-savings 
certificates, now amounting to about 
$800,000,000, fall due, and on May 20, 
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1923, Victory notes now amounting to 
about $4,250,000,000 mature. The re- 
tirement of the tax and loan certifi- 
cates, the reduction of the volume of 
obligations maturing in 1923, to some 
extent by the operations of the sink- 
ing fund, and the successful refunding 
of the balance of those obligations con- 
stitute a colossal task to the accom- 
plishment of which the whole financial 
policy of the Government must be 
shaped. With obligations of approxi- 
mately $7,500,000,000 maturing in the 
next two and a half years, it would be 
unwise, unless compelled by the sever- 
est form of industrial depression, to 
plan for aggregate tax receipts after 
this fiscal year and till at least the 
end of the fiscal year 1923, of less than 
four billions a year.” 
Would Shift Part of Burden 

The most conservative of the Con- 
gressional leaders are disposed to take 
the position that the refunding of our 
war debt and even the extinguishment 
of our floating debt can safely be de- 
ferred a reasonable length of time, 
with a view to taking off the shoulders 
of the present generation a part of the 
heavy burden that is now operating 
to drive capital into tax-exempt state 
and municipal securities, and preventing 
the launching of new industrial enter- 
prises. If this can be done, and if 
governmental estimates are cut to the 
quick, Congress ought to be able to 
repeal the excess profits and luxuries 
taxes without providing for additional 
revenue beyond that which can be 
raised by a judicious revision of the tax 
schedules. 

But Secretary Houston is no optimist. 
Not only does he insist upon the current 
volume of revenue, but he declares that, 
if the excess profits tax is to be re- 
peated, Congress must raise a large 
amount by substitute taxation. He, 
therefore, suggests a number of new 
or additional taxes capable of yielding 
approximately two billion dollars per 
year. Here is his program: 

Boosting Tax Schedules 

Increase the 4 and 8 per cent normal 
income tax rates to 6 and 12 per cent 
to yield $150,940,000. 

Readjust the income surtax rates to 
yield $230,000,000. 

Add 6 per cent to corporation income 
taxes to yield $465,000,000. 

Abolish the $2,000 exemption as to 
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corporation income tax, to yield $58,- 
000,000. 

Impose a 20 per cent tax on undis- 
tributed profits of corporations and re- 
vise the individual income surtax there- 
on to yield $690,000,000. 

Double or treble the stamp tax rates 
to yield $130,000,000. 

Federal licenses on use of automo- 
biles at 50 cents per horsepower, to 
yield $100,000,000. 

Twenty-five cents per thousand ad- 
ditional tax on cigars, to yield $5,000,- 
000. , 

Two dollars per thousand additional 
tax on cigarettes, to yield $70,000,000. 

Six cents additional tax on tobacco 
and snuff, to yield $8,000,000. 

Two cents per gallon tax on gasoline, 
to yield $90,000,000. 

Ten per cent additional tax on ad- 
missions to theaters, to yield $70,000,- 
000. , 

More Tax on Automobiles 


Five per cent additional tax on auto- 
mobiles and motorcycles, including 
tires, inner tubes, parts and accessories, 
to yield $100,000,000. 

Five per cent additional tax on 
musical instruments, to yield $13,000,- 
000. 

Seven per cent additional tax 
chewing gum, to yield $2,000,000. 

Five per cent additional tax on candy, 
to yield $20,000,000. 

Seven per cent additional tax on 
toilet soap and toilet soap powders, to 
yield $4,000,000. 

Five per cent additional tax on 
jewelry and articles of precious metal, 
to yield $25,000,000. 

Five per cent additional tax on 
motion picture films, to yield $4,000,000. 

Ten per cent tax on perfumes, ex- 
tracts and medicinal articles, to be 
paid by manufacturers in lieu of the 
existing 4 per cent consumption tax, 
to yield $16,000,000. 

It is inconceivable that Secretary 
Houston has presented this suggested 
revision in the expectation that it will 
be adopted. In many cases the changes 
would prove absolutely prohibitory, and 
Congress is not looking for prohibitory 
plans of taxation. 

What the country is suffering from 
to-day might be described as a bad case 
of taxation dyspepsia, It will take a 
wiser physician than Dr. Houston to 
cure the patient. 


on 


How Our Taxes Are Spent 


E VERY business man should under- 
iu 


stand how the money he pays in 
taxes is expended. This knowledge will 
help him when he goes to the polls 
and when he writes to his Senators 
and Congressman, and when he casts 
his ballot on the referenda of the big 
national trade bodies. 

To enable the busy man to ascertain 
at a glance how the money raised by 
taxes is spent, my old friend, Dr. E. B. 
Rosa, chief physicist of the Bureau of 
Standards, has compiled some exceed- 
ingly valuable statistics which he pre- 
sented a few days ago in a talk to the 


Washington section of the American 
Society of Mechanical Engineers. I 
have seldom seen a more graphic ex- 
hibit, or one of greater interest to the 
business community. Dr. Rosa said in 
part: 

“So much is being said these days 
about the expenses of the Government 
and the high rate of Federal taxation, 
that it is interesting to see an explicit 
statement of how much has been ex- 
pended in recent years on the normal 
civil activities of the Government. 
The statement here made covered the 
period from July 1, 1909, to July 1, 
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1919, or ten 
inclusive. 

“In this analysis the civil side of 
the Federal Government was divided 
up into three groups, as follows: 


fiscal years, 1910-1919, 


Primary Functions of Government 

“1—The executive, legislative and 
judicial group, including the President 
and all the commissions reporting to 
him; Congress and the Federal Courts 
and penal establishments; the Depart- 
ments of State, Justice, and Post Office; 
the greater portion of the Treasury 
Department, and a large part of the 
Departments of Interior, Commerce, 
Agriculture, and Labor. The functions 
performed by all these agencies are con- 
sidered the primary functions of a na- 
tional government, 

“2—-The scientific, educational and 
developmental work of the Government, 
the purpose of which is to promote 
the health and welfare of the people; 
to co-operate with educational institu- 
tions and the industries in carrying 
out scientific and industrial research; 
to conserve the natural resources and 
develop the wealth of the country; to 
reduce the waste and increase efficiency 
in agriculture, mining, and manufac- 
turing, in business and in government. 
This group includes the research and 
development work of all the bureaus of 
the Department of Agriculture, the 
Geological Survey, Bureau of Mines, 
Bureau of Education, Coast and Geode- 
tic Survey, Bureau of Standards, 
Fisheries, and Census; Bureaus of 
Labor, Statistics, and of Women and 
Children; the Public Health Service, 
Vocational and Agricultural Education, 
Library of Congress, and Smithsonian 
Institute. 

“3—The Public Works group, or new 
construction projects, such as_ the 
Panama Canal, Rivers and Harbors 
improvements, construction of public 
buildings, Alaskan railway, assistance 
to the States in the construction of 
improved highways, and the Reclama- 
tion Service. 


Civil Expenditures Low 


“The result of the analysis and clas- 
sification of expenses shows that for 
the ten-year period in question the 
average net expenses of the three civil 
groups combined were $211,342,798 per 
year. Of this sum, $105,760,778 was 
for the operation of the legislative, 
executive and judicial branches of the 
Government; $27,838,570 was for scien- 
tific, educational and developmental 
work of the Government; and $77,743,- 
450 was for the construction of public 
works. If we divide these totals by 
the average population of the country, 
we have the following per capita costs 
per year: 


For Primary Government Func- 
tions 

For Research, Education 
Development 

For Public Works 


and 


“For the same ten years the Army 
and Navy averaged $262,379,972, and 
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interest and pensions averaged $167,- 
831,610, all of these being ona peace 
basis; that is the expenses for these 
items for the war years were estimated 
as what they probably would have been 
if the war had not come, the pre-war 
rate of change from year to year being 
assumed to continue, 

“Thus for this ten-year period, as 
the civil side of the Government (not 
including interest or pensions) cost the 
people of the country $2.15 per year, 
per capita, which was 32 per cent of 
the total of $6.71 per year based on the 
above assumptions, the total average 
expense per annum was found to be 
$661,554,381. The largest sum for any 
year before 1917 was $679,712,000 in 
1915. This is very much less than a 
billion dollars, because the billion dol- 
lar expenditures so frequently referred 
to at this period, included the total 
expenses of the Post Office and other 
self-supporting departments, as well as 
other earnings of large aggregate 
amount, the net expenses payable from 
taxation being the figures given above. 


War Costs Eat Up Taxes 


“The total per capita taxation of 
the fiscal year, 1920, the year following 
the war, was about $54.00, of which 
only a little over $3.00 was spent for 
all the activities of the three civil 
groups listed above, the remainder 
being for Army and Navy, pensions, 
and care of soldiers, for the Shipping 
Board and Railroad Administration, 
and for other obligations arising from 
the war, and interest and reduction of 
public debt.” 

Dr. Rosa laid great emphasis upon 
the usefulness and value of the scien- 
tific engineering work of the Govern- 
ment and its great importance at this 
time. It should not be considered a 
luxury that we cannot afford to sup- 
port, but a necessity that we cannot 
afford to do without. 

It justifies itself by its usefulness 
to science and learning, to the Govern- 
ment and to the industries of the coun- 
try by promoting the welfare of all 
the people; by reclaiming arid lands 
and denuded forests; by developing 
water power and other natural re- 
sources; in short, by increasing the 
wealth and resources of the country 
so that it may more easily bear the 
burden of taxation growing out of the 
war and from which there is no escape. 
It further justifies itself by its enor- 
mous direct value to the Army and 
Navy and to the industrial, agricul- 
tural and commercial development of 
the nation as a whole, which is es- 
sential to the best military prepared- 
ness and which, without adequate de- 
velopment of science, engineering and 
education, is neither complete nor effec- 
tive. 


Civil Expenditures Are Negligible 


From Dr. Rosa’s illuminating ex- 
hibit, it appears that less than 6 per 
cent of the stupendous total now being 
raised by taxation goes to support the 
civil activities of the Government, 
while more than 94 per cent is expended 
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on the Army and Navy and other 
legacies of the war. 

While nobody would suggest a cheese- 
paring policy concerning our militay 
establishment there will be a universal 
demand that Congress shall immediate- 
ly get rid of every unnecessary bureau 
and every superflous employee, and 
that it shall stop at the earliest pos- 
sible moment the frightful waste that 
has been permitted in such organiza- 
ions as the United States Shipping 
Board, not to mention bureaus which 
have been selling surplus war material 
to dealers who have immediately resold 
it to the Government at enormous 
profits. 


R. J. ATKINSON PROPOSED 


At the last meeting of the Brooklyn 
Hardware Dealers’ Association, Inc., 
at their club rooms at the Johnston 
Building, Brooklyn, N. Y., Dec. 9, 
that the next regular meeting of the 
association be open for all hardware 
salesmen as the invited guests of the 
Brooklyn dealers. The motion was 
seconded by John J. Snyder, past 
president of the New York State As- 
sociation, and President H. R. L. 
Rohlfs ordered that the entertain- 
ment committee, of which H. A. Cor- 
nell is chairman, take charge of the 
arrangements for the next meeting. 

John J. Snyder completed the busi- 
ness of the emblem committee and 
submitted sample of a rubber stamp 
to be used on the stationery of the 
members of the association showing 
the emblematic seal of the Brooklyn 
Association. President Rohlfs or- 
dered that fifty stamps be struck off 
and distributed gratis to all members 
attending the January meeting. 

The association voted unanimously 
to send a check of $25 to the United 
Hospitals of Brooklyn for the work 
of carrying on the free wards for 
patients in the Brooklyn hospitals. 
Another check was also voted to be 
sent to the American Tuberculosis 
Society for Christmas seals. 

Announcement was made by H. A. 
Cornell that the Metropolitan Dinner 
held annually by the Metropolitan 
Hardware Association will take place 
Jan. 20, 1921, at the Hotel Astor. Of- 
ficial announcements will be sent out 
at an early date by the committee in 
charge, of which Mr. Cornell is chair- 
man. 

Various matters of routine busi- 
ness was disposed of by the associa- 
tion, and an unusually large question 
box was opened for discussion by 
H. A. Cornell. Among the many 
questions brought before the atten- 
tion of the Brooklyn dealers was the 
comparative volume of Christmas 
business this year which was said to 
average 30 per cent less than last 
year. 
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The Mechanical Side of Advertising 


2. Newspaper Display Principles 


F you are a hardware advertising 

man or a member of a hardware 

firm interested in the manner in 
which your firm’s advertising is han- 
dled, you have noticed or there has been 
brought to your attention from time to 
time particularly fine examples of 
newspaper ads. 

Why did these ads stand out among 
Surrounding announcements? Did you 
analyze the elements that made the ad 
conspicuous or did you merely say: “A 
fine piece of work.” Did the man who 
prepared such an ad know in advance 
what effect he was going to secure or 
was it a typographical “accident”? In 
other words, are there any rules for 
newspaper ad display, which if care- 
fully followed, will result in the secur- 
ing of uniformly striking effects—dis- 
plays that catch the eye at a glance? 

The whole truth of the matter is that 
“copy” or the actual wording of the 
ad, has been over-emphasized. Much 
has been and is being written on the 
subject of preparing effective copy, yet 
how meager the information handed 
out concerning the setting and arrange- 
ment of the ad. In the final analysis 
the display arrangement or plan consti- 
tuting the manner in which the ad is 
presented to the eye, must be consid- 
ered of primary importance. 


When Good Copy Fails to “Deliver” 


Copy, of course, convinces the reader 
and makes possible the closing of the 
sale by the man behind the counter. 
The most carefully written copy, how- 
ever, may be greatly hindered from 
making its impression and even ren- 
dered inefficient by a plan of display 
which fails to attract the eye. 

This has been proven so many times 
that it is accepted without question by 
experienced advertising men. What is 
more to the point than any past history 
we could cite is the fact that we will 


show you how to make the same test 
yourself, 

An ad to be effective must first gain 
its audience, and in the newspaper the 
sole means of accomplishing this is 
through the medium of attention-com- 
pelling display. Poor display is the 
real reason for the inefficiency of a 
vast amount of newspaper publicity. 
Many an ad is judged on the merits of 
the copy alone, whereas the display 
played the most important part in de- 
ciding the pulling power of the ad. 

Now gentlemen of the HARDWARE 
AGE typographic class, give us your 
close attention. In our previous arti- 
cle on “Advertising Types” we told you 
of the influence of various type styles 
in the scheme of display. We told you 
of bold or heavy types, light gray types, 
medium face types, italics, ete. We 
wanted you to know and recognize these 
types for you will find need for this 
information in this article. 

We are going to talk to you now 
about display elements or color masses 
and you will see why an understanding 
of the character of different types is 
essential. 

Display Elements 


Display elements are as many and 
varied as are the mediums of publicity. 
In the poster, for example, the chief 
problem is the most attractive distribu- 
tion of colors and shades. In the 
painted sign, the size and arrangement 
of lettering play the most important 
part. The magazine page, the street- 
car card, the catalog each presents its 
own individual display problem. 

Here, however, we deal only with the 
newspaper page. The display elements 
of the newspaper page comprise three 
distinct color masses—black, gray and 
white. These are not colors in the 
sense of spectra as would need to be 
considered in designing a poster but 
nevertheless, two of them, black and 


91 


white, are recognized as decided colors 
although white is the sum total of all 
colors and black the absence of any 
color.. The gray may be considered a 
tint for practical purposes. 

Composition of Newspaper Color Masses 


Let us see the composition of these 
three masses of color represented in 
every newspaper page. 

The black, as will be seen by refer- 
ring to any newspaper, is represented 
by (1) heavy borders, (2) heavy dis- 
play type, (3) dark-appearing illustra- 
tions. 

The gray is furnished principally by 
the light-faced body type composing 
the text of most ads and by the type 
used for the newspaper reading col- 
umns. Lightly drawn cuts or half-tone 
illustrations and also light-faced dis- 
play type present a gray appearance. 

The white is, obviously, the blank 
portions of the newspaper page. 

Becoming familiar with these three 
newspaper display elements is the first 
step in preparing effective display ar- 
rangements. Make this test. Hold a 
newspaper page at‘arm’s length. Half 
close the eyes and the three color masses 
of the newspaper page will appear 
startlingly distinct. Learn to balance 
these three colors and you have found 
the secret of forceful display. 

To stage a practical demonstration 
of the art of proportioning display ele- 
ments, we have sketched two plans of 
display represented by Figures 1 and 2. 

These are about how the two ads 
would appear to your eye under the 
test previously mentioned. They also 
closely represent how the display ele- 
ments appear to the eye at first glance 
or sweep over the newspaper page. 

The shaded lines represent the gray 
color, which is formed by the smaller, 
light-faced body or reading type. The 
black lines inside the border represent 
lines of heavy or medium heavy dis- 
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play type. The border, of course, ap- 
pears exactly as we have drawn it. 

From these two sketches you can real- 
ize more forcibly the importance of not 
allowing any one element to predomin- 
ate over the others. 

Detailed Analysis 

Figure 1 contains too much black, or, 
in other words, too much display type 
of medium to heavy weight. ‘his is a 
fault very common in newspaper dis- 
play. 

This condition of affairs arises be- 
cause many advertisers believe that the 
more heavy black display type that 
they can crowd into their space, the 
more prominent will be their ad. The 
fallacy of this reasoning is disproved 
by the axiom: “Too much emphasis kills 
ALL emphasis.” The most forceful 
display plan is one in which the three 
display elements are so proportioned 
that they help accentuate each other. 

In Figure 2, there is sufficient gray 
to contrast with the black and white 
and sufficient white to throw out the 
black. In Figure 1 the predominance 
of the black obscures the gray and the 
white fails to emphasize and throw 
into relief the black for the simple rea- 
son that there is too much of it. 

The result is that this display, in- 
stead of being prominent, is lost in the 
general gray and black appearance of 
the newspaper page, while the display 
shown by Figure 2, being properly pro- 
portioned, is at once attractive and 
easily seen. 

The use of too much white space will 
give the ad a weak, disconnected ap- 
pearance, and too large an amount of 
gray, unbroken by display lies, over- 
balances the display plan and, of 
course, makes difficult reading. 

Now, then, we are fairly well ac- 
quainted with the three color masses of 
the newspaper page. We know now 
that the three colors must be balanced. 
We must not use too much black or 
heavy type, cuts and borders, nor too 
much gray or reading type nor too 
much white or blank space. 

At this juncture, you will probably 
ask: “How may I know when the color 
masses are properly balanced?” Very 
easily. Hold the proof of the ad before 
you at arm’s length, squint or half close 
your eyes as suggested before and note 
whether one color is more prominent 
than the others. For this test, the 
proof should be trimmed down until 
there is not more than a quarter-inch 
white margin around it, preferably less 
than this. Soon, you will be able to 
“spot” an overbalanced ad at once. If 
it looks too white and weak, it is over- 
balanced. If it looks grayish, it is over- 
balanced. If it appears black and 
smudgy, it is overbalanced. When it is 
in perfect balance, no one color will im- 
press you at first glance—rather, you 
will see the ad as a entirety. 

There is also a mechanical rule which 
will guide you if you find the above 
method difficult. It is as follows: A 
newspaper ad is not overbalanced if at 
least one-half its total space is repre- 
sented by gray masses. 
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You'll find the first-mentioned method 
very simple, however, in actual prac- 
tice. As you look at a proof through 
the lashes of your half-shut eyes, you 
will not see words and illustrations but 
rather masses of black, gray and white 
and it will surprise you with what 
readiness you can determine whether 
the setting is really in good display or 
is simply a hodge-podge of dark and 





Figure 1 


Figure 2 


light spots. Do not scatter the three 
colors with which you are dealing. Get 
your contrasts through concentration. 


Contrast Through Surrounding Ads 


There is another factor that plays an 
important part in securing attractive 
display. It is the appearance of the 
surrounding ads on the newspaper page. 

We will now pass on to the various 
types of ad composition found in the 
newspaper, and point out how these 
surrounding ads may be made to con- 
trast with and therefor accentuate the 
prominence of an individual display 
arrangement. 

To secure the maximum of display 
effectiveness, it is necessary to go fur- 
ther than properly proportioning the 
display elements in the ad itself. The 
ad must not only be properly propor- 
tioned in itself, but it must be so 
planned as to contrast as a whole with 
surrounding ads. This double working 
out of a plan of display makes certain 
of any individual ad securing first at- 
tention on the page, even in spite of 
considerable difference in size. You 
will admit that this is an end worth 
striving for. 

To begin with, we will consider the 
newspaper page as a whole. As a rule 
it will either present a heavy, dark ap- 
pearance or have a grayish look, due re- 
spectively to heavily and lightly dis- 
played ads. The primary step, then, is 
to examine the page of the newspaper 
on which your ad appears. If the ads 
surrounding your own present a dark 
appearance, then you will use a light 
display and vice-versa. This is the 
most important contrast—the contrast 
of color. 


The Contrast of Shape 


The next step is to note the shape of 
the surrounding ads. If most of them 
are single-column ads, you will secure 
the important contrast of shape by us- 
ing double-column space. To make use 
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of a similie, it is like standing, say, 20 
oblong boxes on end in your store win- 
dow and then laying one of them on its 
side. It will be easily seen that this 
contrast of shape is even more impor- 
tant than a contrast of size; of course 
this is a reasonable degree. 

After contrast has been secured 
through color and shape, the ad can be 
still further accentuated by a contrast 
of cut and border arrangement. If the 
surrounding ads have square-cornered 
borders (and they usually do) then 
make yours round-cornered. 

Or, if heavy borders are much in evi- 
dence, you should use a light fancy 
border or no border at all. In the mat- 
ter of cuts there is much opportunity 
for contrast. The cut in the average 
ad is usually closely surrounded by type 
matter. Make your cut stand out by 
allowing it plenty of white space, and 
by breaking the border. 

If you will make the most of the 
points outlined in this paper, you will 
find your ad the most prominent, size 
considered, on the newspaper page. 


Our Next Paper 


Our next paper, the third in this se- 
ries, will be devoted to the subject of 
“Making the Layout.” It will appear 
very shortly. 


DE VOE & REYNOLDS CO. 
MEETING 


The eastern and western executive 
managers of the 16 branches and ware- 
houses of Devoe & Reynolds Co., Inc., 
New York, assembled at the Hotel As- 
tor, in that city, for a four day confer- 
ence. The meeting opened November 
29 and every question effecting the suc- 
cess of the business was fully discussed. 

The plans and policies for the coming 
year were brought before the assem- 
blage for approval or alteration. The 
result will be the joint decisions of 
these various executives who are all in- 
timately in touch with the paint market. 

The convention was considered a de- 
cided success and was particularly help- 
ful to new managers, appointed to their 
posts since the previous get together. 


THE CARRIGAN SALES CO. 


After nearly thirty-four years of con- 
tinuous service with Dunham Carrigan 
& Hayden Co., Andrew Carrigan has 
relinquished his position as vice-presi- 
dent and general manager, and is or- 
ganizing with his son, Andrew, Jr., the 
Carrigan Sales Co. The temporary ad- 
dress of the new company is 25 West 
Broadway or 33 Walnut St., San Fran- 
cisco. 

Father and son plan to keep the fam- 
ily name going in the hardware and 
metal business and will represent as 
agents Pacific Coast manufacturers of 
hardware products. The father of the 
present Andrew, Sr., was the first bear- 
ing the name of Amdrew Carrigan. 
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good deal of inactivity, almost to the 
point of actual dullness. The retail trade 
is enjoying a moderately good holiday 
business, although it was estimated re- 
cently by one of the largest local re- 
tail associations that the holiday busi- 
ness this year so far, averages approxi- 
mately 30 per cent below the volume of 
sales for this same period last year. 

Retailers report that most of the 
holiday buying seems to be for quality 
goods, and they say they are having 
difficulty moving the lower priced mer- 
chandise. 

Toy sales this year, according to re- 
tail reports, are not as large as had 
been anticipated, but it should be re- 
membered that the real rush in the 
Christmas business has not as yet 
actually set in. It might be of interest 
to observe also in this matter of toy 
sales that retailers in this vicinity are 
afflicted with a very aggressive and far 
reaching form of competition, such as is 
probably not experienced anywhere else 
in the country. There are so many spe- 
cialty shops, department stores and 
novelty houses, together with large im- 
porting firms, that the local dealer ex- 
periences difficulties that retailers are 
unacquainted with in other parts of 
the country. 

Sporting goods seem to be moving 
as good as anything, but even this line 
is not as large a “seller,” dealers re- 
port, as it was last year. The next two 
weeks, however, will probably show a 
very substantial increase in the volume 
of retail sales, and with the first of the 
year wholesale business is expected to 
resume more vigorous activity. 

Price changes during the past week 
were very few, with the exception of 
nails, which have been reduced by 
some local firms from $1 to $2 base per 
keg. 

Bolts and Nuts.—Buying in this line 
is rather light, and it is reported that 


the local supply has been somewhat 
improved. 

Common carriage bolts, all sizes, are be- 
ing quoted list net, although some job- 
bers are quoting flat list. Machine bolts, 
all sizes, list less 10 per cent. Stove bolts, 
50, 10 and 5 per cent to 60 and 5 per cent. 
Common tire bolts, 40 per cent. Sink 


cent. Lag screws, less 25 
Toggle bolts, steel, 
of 50 per cent. 
Iron rivets, 25 per cent. 
Blind Sets.—Interest is fairly good 
in this line, and prices are very steady. 
Blind sets, New York City style, 
finish, for wood, $66 per 100 sets; 
galvanized finish, for wood, $80 per 100 
sets; same, plain finish, for brick, $68.75 
per 100 sets; same, galvanized finish, for 
brick, $82.75 per 100 sets. Surface blind 
hinge, cast iron 1% inch when open, $1.65 
per dozen pairs. 


Butts.—There seems to be virtually 
little interest for butts and hinges, 
although the prices on some items are 
more attractive than they have been 
during the past few months. 


Narrow steel butts, galvanized, bra pins 
furnished with screws, 1% inch, $ > per 
dozen pairs; same, 2 inches, $2.65 per dozen 
pairs; same, 4 inches, $9.60 A. dozen pairs. 
3road steel butts, fast joint, galvanized, 
brass pin, 2 x 2 inches, $3.65 per dozen 
pairs; same, 3 x 3 inches, $5.20 per dozen 
pairs; same, 4 x 4 inches, $9.65 per dozen 
pairs. 

Coffee Mills.—Mills with glass hop- 
pers are still very hard to get in the 
local market. Prices continue firm, and 
the demand only moderate. 


Coffee mills with 
iron hopper, 


per cent 


bright finish, discount 


plain 
same, 






wooden box, coppered 
japanned iron crank, $6.60 
per doz. Mill with iron top and hopper, 
dark bronzed, varnished woodwork, size 
6 x 6 x 8 inches, $11.50 per doz. Mill with 
cast iron top, copper lacquered, sliding 
lever, varnished woodwork, size 6 x 6 x 7 
inches, $12.95 per doz. Arcade coffee mills, 
glass hopper, metal parts, japanned, hold 
one lb. of coffee, $14.85 per doz. Crystal 
coffee mills, glass hopper, metal parts 
japanned, holds one Ib. of coffee, $10 per 
doz. 

Furnace Scoops.—Relatively good 
demand continues for scoops of all 
kinds. Local stocks are not large, but 
some small improvement is said to 
have been made recently. 

Furnace scoops, hollow back, black steel 
blade, D and long handle, $10.53 per doz 
Same, riveted back, black steel blade, D 
and long handle, $14.21 per doz 

Galvanized Ware.—Reductions were 
made during the week on galvanized 
sheet, which is in fair demand, the 
lighter gages still beine quite hard to 
get in this vicinity. Tubs and pails are 
inactive. 

Galvanized No 
pails 
16-qt 
16-qt 
No. 2 


sheet is being quoted: 
28 gage, $8 per 190 Ib. Galvanized 
&-qt., $5; 10-qt.. ; . $6.65; 
; heavy, 12-qt., $8.70; heavy, 
$12. Wash Ma $16.80: 
$18.60: No. 3, $22.05 per doz 


Game Traps.—Demand for traps dur- 
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No. 14 $4.50 per doz.: No. 2, $7 per doz.; 
No. 3, “39. 47 per doz.; No. 4, $11.07 per doz. 

Triumph traps, with chains, No. 10, $1.85 
per doz.; No. , $2.15 per doz.; No. 11%, 
$3.30 per doz.; No. 12, $4.60 per doz.; No. 
13, $7.84 per doz.; No. 14, $9.40 per doz. 

Victor traps, No. 0, $1.71 per doz.; with- 
out chains, $1.34. No. 1, P01 per doz.; 
without chains, $1.52. No. 1%, $3.05 per 
doz.; without chains, $2.44 No. 3, with 
chains, $7.15 per doz. No. 4, with chains, 
$8.60 per doz. No. 1 Giant, with chains, 
$2.66 per doz. 

Oneida jump traps, No. 9, with chains 
$2.37 per doz.; without chains, $1.75 No. 


1, $2.75 per doz.; without chz Lins, $2.12. No. 
1%, $4.23 per doz.; without chains, $3.25. 
No. 12, with chains, $7.12 No. 91144, with 
chains, $5.25 per doz. 

Hay forks, 2 tines, 514-ft. handle, plain 
ferrule, $14.11 per doz.; 3 tines, strapped 
ferrule, 5%4-ft. handle, ‘$14.75. 


Glass Door Knobs.—Interest is con- 
spicuously active for these articles, and 
because of the limited quantity on the 
market it is apprehended by many job- 
bers that these articles will again be 
listed in the category of acute short- 
ages. 


Glass drawer knobs, 
plated, 7%,-in., $2. per doz.; 
$2.40 per doz.; same, 134-in., $3 per doz. 
Glass drawer knobs, fancy design, brass 
mounting, iron screw, 34-in., $2.50 per doz.; 
same 12g-in., $3.10 per doz.; same, 134-in., 
$3.40 per doz. Plain glass drawer knobs, 


bolt and nut nickel 
same 1!4-in., 


brass mounting, iron screw, %4-in., $2.50 
per doz.; same, 1-in., $2.75 per doz.; same, 
134-in., $3.10 per doz.; same, 134-in., $3.40 
per doz. 

Hatchets and Axes.—The demand is 
small, prices firm and_ stocks fairly 


ample. 


Shingling hatchets: C. Hammond brand, 


forged Swedish tool steel, tempered, cop- 
per bronzed and polished, selected hickory 
handle, 3%-in. cut, size No. 1. $16.50 per 
doz.: same, Haines pattern, $23 per doz 
Half hatchets, same brand, half polished, 
copper bronzed, 3%-in. cut, $18.50 per doz 
Same, red finished, full polished, 4-in. cut, 
$25 per doz Boy Scout axes, $14.73 per 
doz.: sheaths for latter, $5.26 per doz. 


Hammond lath hatchet, solid crucible steel, 


milled head, square, weighs 1 Ib., $26 per 
doz Bench axes, insert weld, forged high 
grade steel, half polished, gold bronzed 
finish, single bevel, select hickory handles 
{4-in. cut $21 per doz.; ame, 5-in. cut, 
$26 per doz. 


Hammers.—Interest is good, but not 


essentially active. Prices are consist- 
ently firm. 
Tack hammers, cast iron, polished head, 


10-in. handle, with claw, $1.50 per doz. 
Magnetic tack hammer, polished _ steel, 
horseshoe pattern, magnetized, varnished 
hardwood handle, $5.76 per doz. Shoe ham- 
mer, east iron japanned, polished face, 
plain handle, $1.65 per doz Ball Pein 
machinists’ hammers, drop forged steel, 
face sides and pein polished, hickory han- 
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dles, 4 oz., 6 oz., 8 oz., 12 oz., $13.20 per 
doz. Riveting hammers, drop forged steel, 
hickory handles, 4 oz., $10.40 per doz.; 
7 oz., $10.90 per doz.; 9 oz., $11.40 per doz.; 
1 lb. 4 0z., $13.40 per doz. Tinners’ ham- 
mers, square, forged steel, hickory handles, 
8 oz., $11.40 per doz.; 12 oz., $11.90 per doz. 


Ice Skates.—Interest in this line is 
rather good because of the Christmas 
buying, and local stocks are reported 
to be none too heavy. 


Ice skates, runners of cast steel, polished, 
$1.04 per pair; ladies’ style, $1.31. Men's 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’, same, $1.53 
per pair. Hardened steel blades, nickel 
plated, $1.88 per pair; girls’, same, $2.48. 
Tempered steel blades, extra polished, full 
nickel plated, all sizes, $2.75 per pair. 


Lanterns.—Some of the well-known 
lines are extremely hard to, get in the 
local market, although some jobbers 
are well supplied, and are at the pres- 
ent time handling a varied assortment 
of different brands. 


Hy-Lo tin lanterns, $9 per doz.; Victor 
tin lanterns, $9.25 per doz.; Monarch tin 
lanterns, $10.25 per doz.; Junior brass lan- 
terns, $18 per doz.; Blizzard tin lanterns, 
$14.25 per doz.; 3uckeye dash lanterns, 
$14.25 per doz.; Roadster wagon lanterns, 
$18.25 per doz.; Eureka driving lanterns, 
plain lens, $19 per doz.; watchman’s mill 
lanterns, enamel finish, $25 per doz.; Im- 


perial platform lanterns, $9.75 each. 


Linseed Oil.—An advance was made 
in this market of 2c. per gal., but this 
change has done little apparently to 
give the market any stability. In- 
quiries, however, are reported to be 
much more numerous, but the aggre- 
gate business in oil is not large. As 
a matter of fact, actual dealings are 
confined to small lots in scattered 
transactions. The watchword in this 
market for both buyers and sellers 
seems to be “sit tight and keep your 
eyes open.” 

Linseed oil, raw, in car lots, is quoted, 
spot, 82c. to 84c. per gal. In lots of 5 bbl. 
or more the range is 85c. to 87c. per gal., 


and in lots less than 5 bbli., 90c. to 92c. 
per gal. 


Nails.—The long-hoped-for change of 
prices in the local nail market has come. 
Various circumstances are alleged to 
have brought about this reduction, 
which is purely a local movement. In 
the first place, the demand is not espe- 
cially active, and the element of specu- 
lation has been almost entirely elimi- 
nated from local transactions. The 
recent reduction by the independent 
mills is believed to have exercised a 
very beneficial influence. The local 
supply, although much better than it 
has been for some time, is not, in any 
sense of the word, satisfactory, and 
authorities believe that if a large build- 
ing boom should start in the spring 
prices would have a tendency to ad- 
vance, and the element of speculation 
would again be introduced into the mar- 
ket to the decided detriment of es- 
sential transactions. 


Current prices prevailing in this section 
still vary considerably. For wire nails the 
prices range from $4.50 to $5, base, per keg. 
For cut nails prices range from $7.50 to 
$8.75, base, per keg. The average retail 
price in this section is at present $7, base, 
per keg, for wire nails, although it is ex- 
pected that this price will drop within the 
next two weeks. Wire nails, per Ib., are 
sold retail at approximately 10c. per Ib. 


Naval Stores —A downward ten- 
dency is still to be noted in this mar- 
ket. The market is very weak, although 
ft is said that inquiries are gradually 
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improving. The demand for turpentine 
is somewhat better. 


Turpentine is quoted, yard basis, 83c. per 
gal. Rosin, on a basis of 280 Ib. per bbl., 
yard basis, all grades, $9.75, with the excep- 
tion of WW, which is now being quoted at 


Rope.—Essentially the same condi- 
tions prevail this week in the rope mar- 
ket as was stated in the last report. 
The market is very dull. Supplies are 
remarkably good, but buyers seem to 
be holding off with the anticipation that 
there will be further reductions in the 
near future. 


Local quotations are jute rope No. 1, 17c. 
to 19c.; No. 2, lic. to 18c. Jute twine 
wrapping, best grade, 24%4c. to 27c. India 
hemp twine, No. 6, 19c. to 2lc. Manila 
rope, best grade, 26c. to 264%c. Hardware 
grade, 23c. to 24%c. Bolt rope, 3lc. to 
31%c. Sisal rope, pure, 17c. to 19c. Lath 
yarn, first grade, 17c. to 18c. 


Roller Skates.—Christmas buying for 
roller skates is moderately good. Prices 
are very staple, and inquiries for spring 
deliveries are said to be quite numerous. 


Adjustment binding bolts are 95c. per 
100. 3inding nut for same, 95c. per 100. 
Dust caps are 80c. per 100. Axle nuts, 
$1.25 per 100. Washers for latter, 55c. per 
100. Toe clamps, complete, $10.50 per doz.; 
heel clamps, complete, $10.50 per 100. Axle 
and carrier, complete, $9.50 per 100. Cast 
iron skate wheels, $2 per 100. Roller skate 
keys, steel, bright finish, 50c. per doz. 


Sash Lifts and Sash Fasts.—Interest 
seemed to have improved a little last 
week, following the announcement of 
revised prices. 


Side sash fasts, cast iron, furnished with 
screws, Tuscan finish, $1.76 per doz. Same, 
bronze plated, $1.96 per doz. Same, an- 
tique copper, $1.96 per doz. 

Sash lifts, cast iron, dark bronze finish, 
conventional design, furnished with screws, 
32c. per doz. Plain sash lifts, wrought 
metal, bronze plated steel, dull brass finish, 
or antique copper, 35c. per doz. Same made 
of bronze, polished, or bronze with antique 
copper finish, $1.25 per doz. 


Screws.—Business in this line is 
rather apathetic. Prices are firm. 
Assorted wood screws, bright, 12c. per 


lb.; dowel screws, 1% in., bright iron, 38c. 
per gross; same, 2 in., 55¢c. per gross; metal 
side knob screws, iron blued, 38c. per gross; 
same in brass, 95c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
3.50 per box; flat head, bright, 67% per 
cent—15 per cent; same, galvanized, 52% 


per cent—15 per cent; reund head iron 
screws, blued, 65 per cent—15 per cent; 
same, nickeled, 55 per cent—15 per cent; 
round head brass screws, 57% per cent— 


15 per cent; flat head brass screws, 60 per 
cent—15 per cent; round head nickeled 
brass screws, 52% per cent—15 per cent; 
machine screws, iron, 50 per cent—10 per 
cent; same, brass, 50 per cent; thumb 
screws, list plus 30 per cent; iron set 
screws, 40 per cent. 


Stove Pipe.—Moderate and seasona- 


ble interest prevails in this line at 
firm prices. 

Stove pipe, 4-in., $3.75 per doz. lengths; 
5-in., $4.25 per doz. lengths; 6-in., $5 per 


doz. lengths. 

Elbows, 4-in., $2.75 per doz. lengths; 4%4- 
in., $2.95; 5-in., $3.15. 

Shovels.—Both interest and prices are 
firm and stocks rather light. 

Maynard pattern, No. 2 size, solid socket 


shank, high carbon steel, full polished, 
square and round point, D handle, $18.94 
per doz. Round point, D and long handles, 
full polished, plain back, No. 2 size, $14.76 
per doz.; Same, with square point, $15.71 
per doz.; Bakers’ shovel, black steel blade, 
riveted back, 6-ft. handle, $20.50 per doz. 
Same, with 8-ft. handle, $23.50 per doz. 


shovels are 
very firm. 


Snow Shovels.—Snow 
quite active and _ prices 


Stocks are not at all heavy. The aver- 
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age retail price in this section seems 
to be $1. 


Prevailing prices, f.o.b. New York, are: 
Two riveted steel snow shovels, 14 x 11%- 
in. blade, $9 per doz.; 2 riveted steel snow 
shovels, $15 x 11%-in. blade, long, square 
handle, $11.25 per doz. Galvanized, 21% x 
16-in. blade, reinforced back, straight han- 
dle, $17 per doz. 

Snow pushers, 24 x 13 x 1\%-in., $36 per 
doz. ; snow pushers, 30 x 13% x 1%4-in., $40 
per doz. 


Sidewalk Scrapers.—Good demand 
and even prices still hold in this line. 

Prevailing prices, f.o.b. New York, are: 
Solid shank, 64% x 514 blade, 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
7 x 6 blade, 4-ft. handle, $7.50 per doz. 
Extra heavy socket, 7 x 6 blade, 4-ft. 
handle, $10 per doz. 


Tool Kits.—Christmas demands have 
apparently increased interest for popu- 
lar sized kits of all kinds. 

Auto tool kits, tool steel, ten pieces, 
punches, scriber and cotter pin puller, etc., 
embossed _ hand hold, in canvas roll, $2.55 
per set; Ford tool kit, contains in a canvas 
roll all the tools regularly furnished with 
Ford car, $2.60 per set; motorcycle tool 
kit, eight tools, in a leatherette case, $5.50 
per set. Tool kit containing, in canvas case, 
12 assorted useful tools for motorists, $3.25 
per set. 


Wrenches.—Interest for these staple 
articles is not unduly active, but there 
is good consistent buying at the fol- 
lowing prices: 

Straight socket wrench sets, in heavy 
canvas roll, six wrenches, $4.35 per set. 
Tap wrenches, solid steel, polished, holds 
taps up to % in., $7.75 per doz. Same, 
holds taps up to % in., $13 per doz. Rat- 
chet tap wrench, ratchet and pawls made 
of tool steel, hardened and tempered, chuck 
has hardened steel jaws, nickel plated, 
right-hand and left-hand and rigid, $16.20 
per doz. 

Bench wrenches, flat steel bar, 5 in., 
stamped jaw, nickel plated, $3.50 per doz.; 
satin finish, $2.75 per doz.; automobile and 
machinists’ wrenches, fluted drop forged 
bar, solid jaw, edges rounded, case hard- 
ened, mottled finish, 7 in. long, $5 per doz. 
Same, 9 in. in length, $6.45 per doz. Same, 
11 in. in length, $8.50 per doz. 

Window Glass.—Authorities report 
that the amount of window glass now 
being produced is considerably less than 
in October, and because of the diffi- 
culty with fuel during the winter the 
production will possibly decrease grad- 
ually until the end of the present blast, 
which ends Jan. 15, 1921. While job- 
bers have experienced some decrease 
in demand, it is said that this is no 
more than is usually the case toward 
the close of the year. There seems to 
be little or no prospect of any lower 
cost of production in the near future. 
The market in all essential aspects is 
consistently firm. 


Wire Goods.—Interest continues slack 
and even future inquiries are said to 
be lessening. Jobbers’ stocks are light, 
prices for the most part firm, and in the 
opinion of many of the large jobbers 
in this locality there would seem to be 
little likelihood of any material reduc- 
tion on wire goods of any kind in the 
immediate future. 

3Zarbed wire is being quoted at $7 per 
100 Ib. for both 3 point 4 in. and 4 point 6 
in. tibbon wire is $8.75 per 100 lb. Twist 
wire, 12 gage, is $7 per 100 Ib. 

Annealed wire, plain, in stones, No. 16 
gage, Yo. 17 gage, $9.40 
per 100 Ib.; 
No. 19 gage, ; 20 gage, 
No. 24 gage, $12.50. Galvanized wire in 
stones, No. 16 gage, $11.85 per 100 Ib.: No 
17 gage, $12.50: No. 18 gage, $13.25; No. 19 


gage, $14.25; No. 20 gage, $15.25; No. 24 
gage, $16 per 190 Ib. 
Dull galvanized screen wire, 12 mesh, 
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from New York stock, $3.30 per 100 sq. ft.; 
13 mesh, extra heavy, $5 per 100 sq. ft. 
Bright galvanized wire and copper edge 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
12 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $11 per 100 sq. ft. Poultry 
netting, f.o.b. factory is 45 per cent off; 
f.o.b. New York is 35 per cent off. 

Poultry netting staples in 100 Ib. 
$8.75 per keg. 


P. S.—The Empire Tire & Rubber 





kegs, 


Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Dec. 7. 
HILE there is some seasonable 
quietness in the market, there is 
nothing in the situation which would 
cause any pessimism. Trade always 
falls off at this season, and the depres- 
sion now is certainly no greater than 
usual and nothing to give any undue 
cause for concern. 

Holiday business has been wonder- 
fully good and it is not over with yet. 
A heavy grist of late orders is coming 
in for cutlery, carvers, silverware, 
skates and sporting goods and a nice 
volume of pick up business on toys is 
noted. 

There are numerous price changes 
this week, but only one is of any great 
size. Nuts and bolts have declined 
around 30 per cent and sash cord con- 
tinues to ease up in prices. Copper 
rivets and burrs also show a rather 
heavy downward trend in keeping with 
the recent large declines in the copper 
market. 

Reports from the retailers are of an 
optimistic nature. Christmas buying 
has begun in the stores, the effect of 
the long crusade for early shopping 
being evident. Dealers expect to en- 
joy gratifyingly large business through 
the holidays. With a better than usual 
volume of sales collections are showing 
a good tone. 

Practically all goods are in better 
supply. There are a few items such 
as nails, coal hods, glass, lanterns and 
chains that are still scarce and diffi- 
cult to get. But most lines show con- 
siderably larger supply and consequent- 
ly goods are moving more freely. 

Future business is probably deserving 
of the term “big” when it is considered 
that conditions are unsettled. Jobbers 
are booking a good volume of spring 
shipment business. 

Automobile Accessories.—A decline 
of 20c. is noted in gray tubes. A num- 
ber of auto accessories show an easier 
trend in price and actual reductions of 
a very small character will be made 
soon. The volume of business is good. 

We quote from jobbers’ stocks, f.o.b. Chi- 






cago: DeLuxe long-handled standard jacks, 
$8.50 each; No. 1 standard jack 25 each. 
Twin cylinder foot pumps, $1. each; 


Simplex jack, No. 36, $2.10 each; Stewart 
hand horn, $3.50 each; Howe _ spotlights. 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen pair and 33% off in lots of more 
than one dozen pair; Rid-O-Skid chains, 
$2 to $2.65 per pair; inner tubes, red, 30 x 
31%, $2.50 each; gray tubes, 30 x 3%, $2.05 


each; Lyon bumpers, $10.25 each; Bethle- 
hem spark plugs, porcelain type, 36c. to 
58c.; Hercules Giant, 55c. to 60c. each; 


Hercules Junior, 27c. to 35c.; Hel-Fi stand- 
ard plugs, 42c. to 52c. each; Hel-Fi tractor 
special, 83c. to 97c. each; A. C. Titan plugs, 
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Corporation, Trenton, N. J., and the 
Sterling Tire Corporation, Rutherford, 
N. J., both announce new net price lists 
superseding all previous lists. 

A letter was recently received from 
a large manufacturer of wooden han- 


dles, which stated in effect that the 
price of hickory handles will probably 
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58c. each; A. C. plugs, 48c. each; 
Champion X plugs, 63c. each; Champion O 
plugs, 62c. each; Champion Heavy Duty, 
73c. each; Splitdorf plugs, 70c. to 78c. each; 
United plugs, junior, 40c. each. Bethlehem 
spark plugs, special Ford type, quantities 
of 10 to 1500, 46c, to 35c. each; standard 
porcelain type in same quantities, to 
47%4c.; mica type, 78c. to 65c. 

Axes.—There hag been no decline in 
axe prices, statement to that effect be- 
ing in error. Shortages are being filled 
up and prompt shipments are being 
made. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single bitted first quality black axes, 
3 lbs. to 4 lbs., $17.50 base: second quality 
black unhandled axes, $13.75 base; handled 
axes, $3 to $5 per doz. extra, according to 
grade. 

Alarm Clocks.—Christmas demands, 
which have not fully abated as yet, 
have depleted stocks of alarm clocks, a 
condition of shortage which has long 
existed being especially marked at this 
time. Prices are strong. 

Ash Sifters.—There is no overstock 
of ash sifters and the price situation 
remains quite strong. 

We quote from jobbers’ stocks, f.o.b. Chi- 


56c. 


cago: Common wire cloth hand barrel 
sifters, $4.50 per doz.; galvanized rotary 


barrel sifter, $39 per doz. 

Builders’ Hardware.—There is no 
current business in builders’ hardware 
of any consequence at all. Factories 
are busy on orders of long standing and 
are apt to be occupied on requisitions 
already placed for four months. There 
seems to be a general feeling among 
jobbers that next spring will see very 
active building, with a heavy demand 
for all sorts of builders’ hardware. 

Copper Rivets and Burrs.—These 
items reflect the recent heavy declines 
in copper metal. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 7 straight sizes, 37c. per lb. base. 


Cotton Gloves.—Prices are unchanged 
since the last report. The trade awaits 
the announcement of 1921 prices, which 
will be made during December. 

Chains.—Deliveries are still slow on 
all welded chains. Prices are strong 
and unchanged. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common cable coil chain, 9%c. per 
Ib. base; sizes, 1 in. and larger. 


Eaves Trough and Conductor Pipe.— 
Prices of this material show a radical 
reduction from the peak figure. Spring 
orders are commencing to come in at 
the following prices: 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: 29-gage lap joint eaves trough, 5 in., 
$6.80 per 100 ft.; 29-gage corrugated con- 
ductor pipe, 3 in., $7.10 per 100 ft.; cor- 
rugated conductor elbows, 3 in., $2.16 per 
doz. 


Flint Paper—There is a good demand 
for abrasive papers, with stocks in a 
satisfactory condition and shipments 


going out promptly. 
We quote from jobbers’ stocks, f.o.b. Chi- 
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be reduced proportionately with other 
commodities. It also strongly advised 
jobbers not to hold off too long in 
placing orders for limited quantities, 
declaring that if all held off they would 
enter the market at about the same 
time which would have a tendency to 
load the factories and advance prices. 


cago: First quality Flint paper No. 0, $5 
per ream; second quality No. 0, $4.50 per 
ream; first quality emery cloth No. 0, $30 
per ream. 

Files—The general market is un- 


changed on files, but the leading Chi- 
-ago jobber has changed the discount 
on Nicholson files from 40-10-5 to a dis- 
count of 50 per cent. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Nicholson files, 50 per cent discount; 
New American, 50-10 per cent discount; 
Disston, 50 per cent discount, and Black 


Diamond, 40-10 per cent. discount. 


Furnace Scoops.—There is no over- 
supply of furnace scoops. Prices are 
strong and the volume of business is 
good. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Hollow black furnace scoops, $11 
per doz.; riveted black furnace scoops, $15 
per doz. 

Galvanized Ware.—There is nothing 
new of consequence in the galvanized 
ware situation. Retailers are buying 
rather cautiously on some items, while 
other popular sellers are ordered in 
quite good volume. There is some im- 
provement in stocks, the scarcity long 
existing not being as marked now as it 
was. Rumors of a decline of 10 per 
cent by manufacturers are heard and 
this change may and may not mate- 
rialize. Jobbers will pass on any de- 
cline as soon as it comes, but it seems 
certain that any change will be very 
small, and there is no reason why deal- 
ers should not keep up their stocks to 
take care of all requirements, 


Glass.—Stocks are light and manu- 
facturers are still months behind in 
their orders. Deliveries are being made 
on orders placed as long as nine months 
ago. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 77 per 
cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 75 per cent off: S. P. putty in 
100-lb. kits, $4.90; commercial putty, $4.25: 
glaziers’ points, Nod. 1, 2 and 1 doz. toa 
package, 65c. per pkg. 

Handles, Wood.— Prices show no 


change. Stocks are quite complete and 
deliveries are being made promptly. 
We quote from jobbers’ stocks, f.o.b. Chi- 


cago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 per doz.: finest selection 
white second growth hickory axe handles, 
$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz. No. 1 
hatchet and hammer handles, 85c. per doz-: 
second growth hickory hatchet and ham- 
mer handles, $1.60 per doz 

Hatchets and Hammers. — Hatchet 


prices are unchanged. Hammer prices 
seem firm at the recently reduced basis. 
We quote from jobbers’ 


] stocks, f.o.b. Chi- 
cago: No. 2 extra quality broad hatchets 
$24.20; competitive grades, $17.25 and up: 
warranted shingling hatchets, $17.35 per 
doz. Competitive forged shingling hatchets, 


$10.25 per doz. No. 11% first quality handled 


hammers, $15.50 per doz. Regular first 
quality 16-02. nail hammers, $14.75 per doz 
Competitive grade forged nail hammers 
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can be purchased at $12 per doz. polished 
and $8 per doz. galvanized finish. 

Hose.—There is little activity in 
hose, buying for present needs being, 
of course, extremely small and future 
business not opening up as yet. Prices 
are not changed, but new quotations are 
looked for at a fairly early date. 

Hods, Coal.—There is no overstock 
of coal hods, many jobbers being out of 
the most wanted numbers, but the lead- 
ing Chicago jobber has had fair stocks 
for some time and has taken good care 
of the demand, which has been and con- 
tinues large. The price situation is 
very firm. 

Ice Skates.—It is up to the weather 
man to make or not make a shortage 
of skates. If there is a good skating 
season jobbers will be unable to sup- 
ply the demand, based on requirements 
for late shipments in other good skat- 
ing years. At present stocks are very 
low. The price is strong. 

Lanterns.—Stocks are still low and 
many good sellers are actively sought. 
Prices are holding quite firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Dietz No. 2 cold blast lanterns, 
$14.25, with large fount, $15.75; best tubular 
lanterns, $9.25; Competition lanterns No. 


2 tubular, $7.50 per doz.; No. 2 tubular cold 
blast Competition, $10.85 per doz. 


Nuts and Bolts.—Finally nut and 
bolt prices show a drop, the change in 
prices amounting to 25 or 30 per cent. 
The supply is larger than it was, and 
it now looks as if the long standing and 
very acute shortage will soon be passed. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Large sizes carriage bolts, 20-10-5 
per cent discount; small sizes, 30-10 per 
cent discount; large sizes machine bolts, 
30-5 per cent discount; small sizes, 40-5 
per cent discount; stove bolts, 60-10 per 
cent discount; lag screws, 40-10 per cent 
disount. 

Nails.—The local market has _ not 


caught up with the demand on nails, 
supply still being short of require- 
ments. There is no softening of prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails per keg base, 
$4.45. 

Paints and Oils.—This week’s drop on 
linseed oil is three cents and brings an- 
other new low level of 92c. for raw oil 
in five barrel lots. Turpentine is hold- 
ing firm and unchanged. There is a 


Office of HARDWARE AGE, 
512 Tremont Building, 
Zoston, Dec. 11, 1920. 


ITH Christmas a fortnight away, 

a slight improvement in the New 
England retail demand is noted by the 
local shelf hardware interests. The 
great bulk of individual orders, how- 
ever, concern small amounts of mer- 
¢handise, but there appears to be more 
orders passing through jobbing hands 
than was the case a week ago. It is in- 
teresting to note that retail demands 
lean strongly to staple goods. In holi- 
day wares, the average retail concern 
is sticking closely to goods sold in pre- 
vious years that have proven their sell- 


ing worth. Strange as it may seem at 


this season of the year, going business 
is running quite strongly toward stand- 
ard shelf hardware, which can be con- 
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good demand for denatured alcohol, and 
the market seems strong. Lead is off 
about %c. per pound. Mixed paints 
have taken recent declines of 25c. to 
35c. per gallon. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Raw linseed oil, 97c., in five-barrel 
lots, 92c. per gal.; boiled linseed oil, 99c., 
in five-barrel lots, 94c. per gal.; strictly 
pure turpentine, $1.25 per gal.; denatured 
alcohol in barrels, 90c. per gal.; strictly 
pure white lead in 100 lb. kegs, $14 per 
keg. 

Post Hole Diggers.—On these items 
lower prices are ruling as follows: 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Eureka pattern diggers, $16 per doz.; 
Hercules pattern diggers, $20 per doz.; 
8-in. lwan pattern augers, $22.50 per doz. 

Rope.— Rope prices remain un- 
changed. There is no strong demand. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 manila rope, standard brands, 
25% c. to 2614c. base; No. 2, 24%4c. to 25'%4c.; 
No. 1 sisal rope, full coils, standard brands, 
No. 1, 16%c. to 174%c.; No. 2 sisal rope, 
14%c. to 15%4e. 

Steel Sheets.—Declines on steel sheets 
continue to be noted. Supplies are much 
larger and competition is keen. 


We quote from jobbers’ stocks, f.o.b. Chi- 


cago: 28-gage galvanized sheets, $7.60 per 
100 lbs.; 28-gage black sheets, $6 per 100 
lbs. 


Solder.—Warranted 50-50 solder in 
full case lots can be obtained as low as 
25c. per lb., with a price of 27c. in less 
than case lots. At the time this report 
is written there is a slight upward 
movement in tin which might result in 
slightly upward changes in_ solder 
prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder in full cases, 
25c. per lb.; less than case lots, 27c. per Ib. 

Shovels.—There has been an errone- 
ous impression that shovel prices have 
been reduced. There has been no gen- 
eral reduction. Some makers have 
changed their prices to bring them down 
to the level of the leading interests. 
There has been no general decline. 
Some concerns have simply lowered 
quotations to meet those long carried 
by the larger factories. 

Sash Cords.—The market seems very 
soft, with declines being the rule. No 
large volume of business is noted. 


We quote from jobbers’ stogks, f.o.b. Chi- 
cago: No. 7 sash cord, $11 per doz. hanks; 
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strued only one way, i.e., that retail 
stocks are unusually small, which, from 
a manufacturing standpoint, is encour- 
aging. Jobbing houses, without excep- 
tion, report November gross sales as 
running well above those for the corre- 
sponding month last year. The spread 
between November and October sales, 
however, was comparatively small. Col- 
lections are slowing up a bit, although 
those detail concerns that always have 
discounted bills, continue to live up to 
their reputation. 

In other branches of the hardware 
trade the business situation is less 
favorable. Mill supply houses, which 
usually do a good business around this 
time of the year, report gross sales as 
50 to 60 per cent of normal. The heavy 
hardware houses apparently are doing 
less than they were a week ago. 
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No. 8, $13 per doz. hanks; Silver Lake and 
Sampson cord, No. 7, $26.40 per doz. hanks; 
No. 8, $32.20 per doz. hanks. 

Stove Boards.—There is freer deliv- 
ery of stove boards from the manufac- 
turers to the jobbers and the retailer is 
having little difficulty in keeping up fair 
stocks. Prices have not changed, al- 
though rumors of a decline persist. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Wood lined crystal stove boards, 
24 x 24, $13.65 per doz.; 26 x 26, $16.05 per 
doz.; 28 x 28, $18.85 per doz.; 30 x 30, $21.30 
per doz.; 33 x 33, $25.50 per doz.; 36 x 36, 
$30.50 per doz. 

Stove Pipe.—There is not the tense 
shortage that has prevailed. Some 
goods are drifting into market. Most 
future orders have been filled and some 
immediate shipment business is being 
accepted. Definite price announcement 
is expected soon, 


Sporting Goods.—Seasonable items 
are moving in fair volume, with no ma- 
terial changes in prices. 


Toys.—Last minute fill-in business is 
seen, but, of course, it is not heavy. 
The season is about closed and it has 
been a most successful one. 


Wheelbarrows. — Wheelbarrows are 
selling freely and prices seem firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood barrows, $4.50 each; 
contractors Steel tray angle leg barrows 
range up to $10 each. 

Washing Machines. — Holiday de- 
mands have been filled and little busi- 
ness is now reported. Prices seem 
firm, with no early promise of change. 


Wire Goods.—A good volume of fu- 
ture business on wire cloth is recorded. 
The $2.50 quotation with March 1 dat- 
ing is proving very attractive. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Black painted wire cloth, 12 mesh, 
$2.50 per 100 sq. ft. Orders will be ac- 
cepted at this price to be shipped after 
Jan. 1 and to carry March 1 dating. Poul- 
try netting galvanized before weaving, 50 
per cent off; galvanized after weaving, 45 
per cent off. The above prices are for 
direct factory shipment after Jan. 1 and to 
carry March 1 dating. Poultry netting from 
jobbers’ stocks, no dating, galvanized be- 
fore weaving, 40-10 per cent off; galvanized 
after weaving, 40 per cent off; 100-lb. spool 
galvanized cattle wire, $4.35 per spool; 80- 
rod spool galvanized hog wire, $4.65 per 
spool; 100-lb. spool galvanized hog wire, 
$5.30 per 100 lb.; No. 8 black annealed wire, 
$4.45 per 100 Ib.; No. 8 galvanized plain 
wire, $5.15 per 100 Ib. 


As to prices, quite a number of re- 
ductions in minor important things are 
noted. Changes in values for staple 
things, however, have remained on an 
even keel, generally speaking. Excep- 
tions are found in bolts and nuts, brass 
tubing, high grade pipe fittings, small 
iron rivets, some kinds of screws and 
tacks. Now that a decline in hardware 
values has set in, and it is proceeding 
along safe and sane lines, retail and 
wholesale dealers, large and small, are 
beginning to get over their dread of the 
readjustment period. The decline in 
prices so far has been so gradual and 
spread out in such a manner that the 
trade is agreeably surprised. 

Ammunition.—A further decline in 
jobbing quotations on drop shot and air 
rifle shot is noted, this time amounting 
to 25c. per bag, and bringing the total 
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decline during the past fortnight up to 
40c. per bag. The weakness is based 
wholly on the recent radical drop in pig 
lead quotations, and not on going busi- 
ness. As a matter of fact, the demand 
for shot is excellent, and the same is 
true of shell ammunition. New Eng- 
land people have gone into the hunting 
seasons with a vim this year. From 
the sportsmen’s and retail hardware 
dealers’ standpoints, the brush season, 
which recently closed, was entirely suc- 
cessful. Down in Maine, a great many 
deer and “big ’uns” have been killed 
this year, and the open season on deer 
in Massachusetts is on with a ven- 
geance. During the first few days, con- 
siderably more than 100 deer were 
killed in western Massachusetts alone. 

We quote from jobbers’ stocks: Drop 
shot, smaller than B, $2.20 per bag; B and 
larger, $2.45 per bag; air rifle shot, in 
tubes, 100 tubes to the case, $4.35 per case. 

Automobile Accessories.—The demand 
for gaskets, especially cylinder head, 
is better, probably because many cars 
are being put up for the winter, and 
overhauled. Generally speaking, the 
demand for accessories continues light. 
Prices on standard articles hold remark- 
ably steady. Manufacturers of auto 
jacks in a number of instances are 
guaranteeing prices against a decline. 


Axes.—The reduction of $1 a dozen 
made by some of the manufacturers of 
axes as announced last week has been 
met by local jobbers in general. The 
feeling here seems to be that the re- 
adjustment in prices has come too late 
to benefit the market to any great ex- 
tent. Sales so far this season have been 
disappointing, retail houses buying in a 
hand to mouth way, claiming that it is 
hard to dispose of stock at going prices. 


We quote from jobbers’ stocks: Single bit 
axes, standard $20 per dozen base; double 


bit axes $25 per dozen base, without 
handles. 
Bolts and Nuts.—Another general 


downward revision in bolt and nut 
prices as quoted by jobbers is noted, on 
some kinds amounting to 25 per cent. 
The almost constant downward trend of 
prices during the past two or three 
weeks, and continuing heavy shipments 
by the mills have completely upset local 
sentiment, but the general impression 
is that the market is going still lower, 
although when pinned down for con- 
crete facts upon which to base this as- 
sertion jobbers admit they have none. 
As compared with a month ago, the de- 
mand is at a standstill, but there is, of 
course, more or less stock moving all 
the time. 

We quote from jobbers’ stocks: Machine 


bolts with H. P. nuts, %x4, smaller and 
shorter cut threads, 25 per cent discount; 
longer and larger, 20 per cent discount; 
with C. T. & D. nuts, all sizes, list plus 
10 per cent; tap bolts, list plus 10 per cent : 
common carriage bolts, all sizes, 15 per 
cent: stove bolts. larger lots, 50 and 10 


per cent; bolt ends, 20 nuts, H. P. square 
blank and square tapped, hexagon blank 
and tapped, list plus 3c.; C. P. C..& T. 
square blank and tapped, hexagon blank, 
list plus 5e.: extras of lc. to per Ib. 
are charged for less than keg lots. Semi- 
finished hexagon nuts, 40 per cent; finished 
case hardened nuts, 40 per cent. 


Bottles.—The demand for bottles ap- 
pears to be running largely to smaller 
rather than larger sizes. 


he. 
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We quote from jobbers’ stocks: Thermos 
bottle, brown steel case, pints, $3.25 list; 
quarts, $5.25; Corrugated nickel, pints, 
$4.50; quarts, $6.75; smooth nickel, pints, 
$5; quarts, $7.25. Discount 25 and 10 per 
cent. Ferrostat pints, black finish, $7.50; 
leather finish, $8; quarts, black finish, $10; 
2-qt. $15; quarts, leather finish, $11; 2-qt. 
$16. Discount 30 per cent. 

Hot Water Botties.—Paico, No. 2, $3 each 
list; No. 3, $4.50; discount, 33%4 per cent; 
Cello, Bostonia, 3 pt., $1.25 each net; Genu- 
ine, No. 200, $2.10; No. 250, $2.45; No. 300, 
$3.50, 

Jugs.—Ferrostat, 1 qt. No. 404, Verde 
copper finish, $14 each, less 30 per cent dis- 
count. 

Chain.—There appears to be a little 
more life in the chain market, orders 
for proof coil self-colored product show- 
ing up to good advantage from Maine 
dealers. Local stocks are below normal 
and prices hold firmly. 

We quote from jobbers’ stocks: Proof coil 
self-colored chain in cask lots, 3/16 in., 
$16.95 per 100 lb.; % in., $15.75; 5/16 in., 


$13.55; % inm., $11.65; 7/16 in., $11.35; % 
in., $11.05; 5 in., $10.60; % in., $10.45; 
% in. $9.95; 1% in. and 1% in. $9.40. 


Extras for BB, BBB, twist and long link 
chain. 

Brass Rods.—Another decline of 1c. 
per lb. in brass rod prices is noted, the 
mill base quotation now being 18c., the 
lowest recorded in many years. The de- 
cline in rods is reflected in other brass 
products. Local jobbing quotations on 
rods range all the way from 20c. to 24c. 
per lb. base. Stocks here are large, and 
comparatively little is moving out of 
jobbers hands. It is claimed here that 
the mills are soliciting business from 
consumers, and the present quietness 
of the local market is attributed to this 
fact. 

Chucks.—Manufacturers of chucks, 
beth in New England and outside states, 
have notified the hardware trade that 
no change in prices may be expected 
until April 1st, at least. Local stocks 
are more than ample for all require- 
ments, the demand being quiet. 
Machine shops, as a rule, are doing 
comparatively little business, and in- 
stead of buying new equipment they 
are repairing chucks, etc., and getting 
along the best way possible. 

Electric Goods.—This department of 
the shelf hardware business is compara- 
tively quiet. Earlier in the year jobbing 
houses anticipated a large holiday 
trade, and backed up this belief by plac- 
ing large orders with the manufac- 
turers. The manufacturers, unable to 
secure raw material in sufficient quan- 
tities, were backward in shipments, and 
this fact undoubtedly resulted in much 
business being lost. Retail houses, who 
had placed orders with jobbers, became 
tired waiting for stock and canceled, 
and the jobbers in turn were obliged to 
take the same measures. It is not in- 
tended to convey the impression that 
electric goods are not selling, for such 
is not the case, but it is a fact, how- 
ever, that delayed factory shipments 
have been a factor in the situation. 


We quote from jobbers’ stocks: Trons, 
Hotpoint, 30 ner cent discount: Domanco, 
$4.25 each: Sheldon. $455 each: Tiniversal. 
No. 2021. $8 list: No. 901, $190: No. 9051 
$9.50: No. 905, $8.50; discount, 25 and 10 
per cent. 

Heaters.—Hotpoint, 30 per cent discount: 
Tiniversal. No. 9952, sunburst tyne, $12.50 
list: discount, 25 and 10 per cent 

Percolators.—Coffee. Universal, No. 9166, 
$28.50 each: No. 9169. $31 each: discount. 


25 and 10 per cent: discontinued patterns 
$18.50 each list and higher. 
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Toasters.—Universal, No. 946, $8.50 list; 
No. 945, $9.75 list each; discount, 25 and 10 
per cent. 

Grilis.—Universal, 
No. 982, $12.50; discount 25 
cent, 

Heat Pads.—Universal, No. 9940, $13.50 
list each; discount, 25 and 10 per cent. 

Curling Irons.—Universal, with comb, No. 
99011, $8 list each; discount, 25 and 10 per 
cent. 

Ranges.—T wo - burner, 
oven, No. 9688, $38.50 
and 10 per cent. 


No. 984, $15 list each; 
and 10 per 


with 


grill and 
each ; 5 


discount 25 


Files.—Local stocks of files have been 
pared down considerably during the 
past month. Those retail firms we have 
talked with during the past week re- 
port their stocks as small. Manufac- 
turers have strongly intimated that 
there will be no change in prices for 
some time. Fundamental market con- 
ditions therefore are sound, and the 
general impression here is that there 
will be a freer movement of stocks in, 
and out of, jobbing houses, shortly after 
the turn of the new year. 

We quote from jobbers’ stocks: Files, 
Nicholson and Black Diamond, 40 and 10 
per cent discount; Great Western Areade, 
American, 50 and 5 per cent discount, 
Swiss, list plus 15 per cent; Chelsea hand 
cut, list plus 20 per cent. Rasps—Heller, 
70 per cent discount; Superior, 75 and 5 
per cent discount. 

Fire Arms.—The J. Stevens Arms 
Co., Chicopee Falls, Mass., has an- 
nounced a reduction in prices for its 
products amounting to 25c. to $1.25 
each piece. 


Hack Saws.—Pricewise, the hack saw 
market continues to do nothing, con- 
trary to general expectations. Local 
stocks are ample for all requirements, 
but are by no means excessive. As a 
matter of fact, some stocks are below 
normal, but because the demand is 
limited no uneasiness is felt. Some of 
the jobbing houses are offering odd lots 
of saws with the intention of cleaning 
up same at cost prices, the idea being to 
leave their stocks of standard goods in 
a healthy condition. 


We quote from jobbers’ stocks: Hack 
Saws, one gross or more, 25 per cent dis- 
count. 

Galvanized Ware.—No further de- 


cline in galvanized ware quotations is 
noted. The recent weakness in the 
market appears to have discouraged, 
rather than encouraged, retail buying. 

We quote from jobbers’ stocks: 

Ash Cans.—CGalvanized, with three trays, 
17x26-in., $4.50 each; 18x26-in., $5.5! 
Coal Hods.—Japanned. with wood handle, 





15-in., $4.24 per doz.: 16-in., $4.54; 17-in., 
$5.73; galvanized, with wood handle, 15-in., 
$6.44; 16-in., $7.08; 17-in., $7.65; 18-in., 
$8.33. 

Pails.—Fight-quart, $3.70 per doz 19- 
qat., $4.19; 12-qt.. $4.60: 14-qt.. $5.16; 
heavier pails, 40-lb. to the doz., $6.74; 50- 
Ib. to the doz., $8.67. 

Tubs.—Galvanized. No. 200, $19.45 per 
doz.; No. 300, $21.70. 

Garbage Cans.—Galvanized, No. 1, $2.46 
per doz.; No. 2, $1.76; No. 4, $1.34 


Horseshoes.—The movement of horse- 
shoes out of stock is fully up to expec- 
tations, but nothing of special impor- 
tance has happened in this department 
of the hardware business. Early last 
month the general impression here was 
that prices would be reduced before 
now, but manufacturers have made no 
move in this direction, nor show indica- 
tions of doing so. Some houses seem 
to think that the demand for toe caulks 
is a little better than usual, but this 
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opinion is not shared by the general 
trade. 


We quote from jobbers’ stocks: Standard 
makes in 100-lb. kegs to dealers in Maine, 
New Hampshire, ermont, Massachusetts 
and Rhode Island points, $7.50 per keg base. 
Base prices are for No. 2 or larger. To 
Connecticut blacksmiths and consumers the 
base price is $7.25 per 100 Ib. keg. No 
freight is allowed on store shipments. 

Fancy Shoes.—Side weights, $12.50 per 
keg ; track side weights, $12.75; toe weights, 
$11.25; steel shoes, $9.75; toe creased, 
$8.25; side wear, $10.25; caulked, $9.75; 
extra light caulked, $10.75; iron counter- 
sunk, $8.75; steel countersunk, $10.50; tips, 
$9.75; light driving, $9.75; featherweights, 
$9.75; mule, $8.50; all assorted shoes, 50c. 
per keg extra. 

Welded Toe Caulks.—Dull, $2. 


E 25 per box; 
sharp, $2.50; blunt heel, $2.50; 
$2.75, 


sharp heel, 


Iron and Steel.—The market for iron 
and steel appears to be catching its 
breath after the recent downward swoop 
in prices. There is, of course, some 
business moving all the time, but gen- 
erally speaking, the revision in prices 
has hurt, rather than improved, the de- 
mand. Sentiment in jobbing circles as 
to the future is somewhat mixed, but in 
the main it appears to be of a construc- 
tive nature. Local stocks are in a bet- 
ter condition than they have been be- 
fore this year, and prompt deliveries 
can be made on almost anything the 
consumer may desire. 

We quote from jobbers’ stocks: 

lron.—Refined, $4.65 per 100 lb. base: over 
6-in. wide, $5.65; best refined iron, $5.50; 
Wayne, $8.50; band iron, $4.65; hoop iron, 
$6; Norway, $15. 

Steel.—Soft steel bars, $3.70 per 100 Ib.; 
base flats, $4.50 to $4.85; concrete bars, 
plain, $4; twisted, .25; angles, channels 
and beams, $3.70 to $3.80; tire steel, $5 to 
$5.50; open-hearth spring steel, $8.50; 
crucible spring steel, $14; steel bands, 
$4.65 to $6.25; steel hoops, $6; cold rolled 
steel, $5.50 to $9.59; toe calk steel, $7. 

Quantity differentials, lots under 1000 Ib. 
of a size, 35c. per 100 lb.; lots 1000 lb. to 
1999 lb. of a size, 15c, 

Nails.—Possibly the most interesting 
feature of the nail situation is the lack 
of cancellations being received by the 
mills from the jobbers. The movement 
of wire nails into New England contin- 
ues to slowly improve, but requirements 
are still a long way from being satis- 
fied. The general price is $4.75 per 
keg base, but there is some deviation 
from that quotation, possibly $1 on the 
upside. The cut nail situation is con- 
stantly growing better, and it is now 
possible for retail dealers to secure 
many sizes heretofore unobtainable. 


We quote from jobbers’ stocks: Wire 


nails, per keg, $4.75 to $6 base; coated 
wire nails, $5 per standard 100 Ib. keg 
base: cut nails, $7.50 per keg base, with 
the Tremont schedule of extras. 

Pipe Fittings—The Lunkenheimer 
Co. has issued a new list of pipe fittings 
which shows a decline amounting to all 
of 15 per cent. 

Rivets.—The general quotations on 
structural rivets in full kegs is now 
$7.15, whereas a week ago some jobbers 
were asking $1 more. The market on 
small iron rivets has declined 10 per 
cent. It is now being quoted on a 30 
per cent discount basis. 

We quote from jobbers’ stocks: Rivets, 
iron, small, 30 per cent discount, structural, 
full keg, $7.15 per 100-lb. base. 

Robes.—Weather conditions so far 
this season have been against the sale 
of robes and blankets. During the lat- 
ter part of November there was a little 
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spurt in retail buying, which is usual 
at the height of the football season, 
but since then the market has relapsed 
into a semi-comatose condition. The 
leading manufacturers of robes are feel- 
ing the business depression. One of 
the leading Eastern concerns informs 
us that if it were not for the fact that 
it has been able to run on a product en- 
tirely foreign to its general line the 
plant would have been closed some time 
ago. 

We quote from jobbers’ stocks: Automo- 
bile cloth, gra'y and black, 56x64 in., $2.75 
each; 60x80 in., $3 each; better grades in 
a large variety of colors, 60x70 in., $3.65 
each; piece plush, 54x72 in., $7.50 each. 
Chase robes, in colors, 54x72 in., Sanford, 
$10.50 each; St. Louis, $13 each; Omaha, 


$13.50; Newton, $15 each; Exeter, $16.50 
each. 


Roofing Paper.—Salesmen represent- 
ing local jobbing houses report that 
roofing paper is being offered to the re- 
tail trade at prices considerably under 
those based on the recently reduced 
manufacturers’ lists. The jobbing 
houses have no other information on 
the subject, but feel that if salesmen’s 
reports are true a further downward 
revision is in the making. The demand 
for roofing paper is fairly good but not 
what it usually is at this season. 

Sash Cord.—Due to the continued 
weakness of the raw cotton market and 
forced selling of the staple by inter- 
ests who cannot longer obtain banking 
support, further weakness is reflected 
in the market for sash cord. During the 
past month or so a decline in prices has 
been recorded each week, and the 
market to-day apparently is in a de- 
cidedly unstable condition. As com- 
pared with a week ago the market is 
12c. per lb., base, lower on braided cot- 
ton stock, and contrasted with a month 
ago prices are nearly 50c. lower. The 
decline in sash cord has had no influ- 
ence whatever on the demand which re- 
mains of very small proportions. 


We quote from jobbers’ stocks: Braided 
cotton sash cord, 50c. per Ib. base. 


Screws.—Local quotations on coach 
screws are 10 per cent lower. Prices 
for iron machine screws, etc., are un- 
changed, and no deviation in manufac- 
turers’ lists on wood screws is noted. 
The retail demand for all kinds of 
screws is limited. In the meantime, 
manufacturers shipments continue on a 
fairly liberal scale, and an accumulation 
of stock is going on. 


We quote from jobbers’ lists: Wood 
screws, flat head bright. 671%4 per cent dis- 
count: flat head blued, 67% and 5 per cent 
discount; round head blued, 65 per cent 
discount: flat head brass, 60 per cent dis- 
count: round head brass, 57% ner cent dis- 
count; flat head brass plated, 62% per cent 
discount; round head egg 55 per cent 
discount: flat head nickeled. 55 per cent dis- 
count: flat head galvanized, 52% per cent 
discount. 

Coach screws, 35 per cent discount: set 
screws, 40 per cent discount: eap screws, 
square and hexagon, list, also 33% per cent 
discount; fi'lister. net list: flat and round 
cap, list plus 10 per cent discount: iron 
machine screws, flat and round head, 40 
ner cent discount; fillister, 30 per cent dis- 
count: flat and round head brass. 30 per 
cent discount: fillister 25 per cent discount 


Skates.—All kinds and makes of 
skates are not selling nearly as well as 
anticipated by the jobbing trade, and 
it now looks very much as though there 
would be enough stock to go around this 
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season, which is a direct contrast to the 
feeling which existed three or four 
months ago. 


We quote from jobbers’ stocks: Allen & 
Rollins Co., skates, tubular, aluminum fin- 
ish, hockey and racer, $9 per pair. 


Sleds.—Local jobbers are very well 
cleaned up on old orders for sleds. As 
is usual this time of the year, eleventh 
hour retail orders are putting in their 
appearance. Jobbers have brought spe- 
cial pressure to bear on the manufac- 
turers to supply these late wants, and 
indications are that this branch of the 
shelf hardware business, at least, will 
end up this season on an active basis. 


We quote from jobbers’ eg Flexible 
Fliers, No. 1, $2.84 each; No. $3.34; No. 
3, $4.34; No. 4, $4.67; No. 5, $6. 34; Racer, 
$4.50; Junior Racer, $3.67. The discount 
from jobbers’ stocks is 40 per cent on the 
Paris line. 


Tacks.—The leading manufacturers 
of tacks have reduced prices approxi- 
mately 10 per cent, and local wholesale 
houses have revised their lists accord- 
ingly. 

Thermometers.—There appears to be 
a slightly better call for thermometers, 
and inasmuch as there is a better vari- 
ety to choose from than has been the 
case in recent years, the retail dealers 
are picking up fairly good shipments. 
There is nothing which indicates any 
change in prices within the near fu- 
ture. 


We quote from jobbers’ stocks: 
mometers, house, plate glass, 8-in., spirit 
or mercury, $15 per doz.; 10-in., spirit or 
mercury, $21 per doz. Pasteurizing, 10 deg. 
plus to 210 deg. plus, one each to wooden 
box $7.50 per doz. 


Ther- 


Toys.—We quote from jobbers’ stocks: 
Erectors, No. 1, $1.34 each; No. 2, $2.45; 
No. 3, $3.67; No. 6, $7; No. 7, $10; amateur 
wireless sets, No. 4004, $5.25; No. 4005, 
$10.50; soldering outfits, $1 each; better 
outfits, $2; designer and toy maker, No. 
8001, $1 each; No. 8002, $1.67. 

Motors.—No. P52 (two terminal bat- 
teries), $1.05 each; No. P54 (reverse 


motor), $3.10; No. P58 (four terminal bat- 
teries), $1.58; No. P60C (transformer), 


0.209. 
Tool Chests.—No. 705, $2.45 each; No. 710, 

$3.50; No. 715, $5.25. The other numbers 

range in price from $7 to $35 each. 


Washing Machines.—Notwithstanding 
the fact that large numbers of girls 
and women have been laid off by vari- 
ous manufacturing concerns throughout 
New England the servant problem is a 
serious one in the average home. This 
fact is fairly reflected in the market 
for washing machines, especially the 
electric kinds, sales of which are run- 
ning well in excess of those of previous 
years. 

Wrenches.—A prominent Massachu- 
setts manufacturer of wrenches re- 
cently advanced its list prices, but at 
the same time increased its discount 
rate so that the net charge of the job- 
ber does not amount to a great deal. 
Representatives of a Western manu- 
facturer, and an Eastern concern, are 
offering new styles of small wrenches. 
The demand for wrenches is quiet, and 
local stocks are in much better shape 
than they have been before in some 
time. 


We quote from jobbers’ stocks: Stillson 
and Trimo pipe wrenches and parts, new 
list, 40 and 10 per cent discount; Coes 
wrenches, large lots, 25 per cent discount: 
small lots, 10 per cent discount; dron forged 
wrenches, 20 per cent discount: Westcott’'s 
wrenches, net list: agricultural wrenches, 


25 per cent discount. 
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Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Dec. 13, 1920. 

LTHOUGH the gap between inde- 

pendent steel company prices and 
those of the Steel Corporation has been 
closed on practically all lines of finished 
steel, and this has been followed by a 
revision of jobbing quotations in all 
cases to lower levels, it cannot yet be 
said that the price readjustment has 
been completed. The complaint is quite 
frequently heard in mill supply and 
hardware jobbing houses that while the 
independent steel companies are quot- 
ing lower prices they do not seem at all 
anxious to take on new business, and it 
is observed that the jobbing quotations 
on several lines of finished steel range 
higher than usual above the mill bases. 
Wire nails are a case in point. While 
the accepted wholesale or manufactur- 
ers’ price as far as business is con- 
cerned is $3.25 base per keg, some job- 
bers here still are quoting as high as 
$4.75 out of warehouse. Ordinarily the 
difference is a matter of only 50c. per 
keg, and the only explanation is that 
jobbers cannot secure many nails at 
$3.25 and are basing their resale prices 
upon the quotations of their sources of 
supply. 

The lower mill prices on steel bars, 
spikes and nuts, bolts and rivets have 
not yet been followed in full in jobbing 
quotations, but it is pretty well estab- 
lished that the jobbers still are work- 
ing upon stocks carrying prices higher 
than are currently quoted, and the 
cost of doing business has not de- 
creased much with the jobbers. More- 
over, the advantage of the lower prices 
have not yet been felt and until dis- 
tributors are able to assemble a re- 
serve at the new prices they cannot be 
expected to make their price reductions 
at one fell swoop. The differential 
between mill and jobbing prices on 
sheets and tin plate also are greater 
than usual, although the mills are in 
a receptive mood for business at the 
lower prices. The existence of some 
high costing material in the hands of 
the jobbers may be offered in explana- 
tion for quotations by some jobbers of 
as high as 7c. base, on black sheets and 
correspondingly high figures on the 
other figures. Because of these condi- 
tions it cannot be said that the price 
readjustment has been fully completed. 

The effect of the price reduction by 
independent steel companies in the 
Pittsburgh and nearby districts upon 
business has been almost negligible, 
and it is predicted in well-informed cir- 
cles that before the month is out a 
considerable amount of independent 
steel company capacity will be either 
idle or running at a very much reduced 
rate. The condition of the Steel Cor- 
poration is quite the reverse of the in- 
dependent companies. The leading fac- 


tor is operating as fully as it is physi- 
cally possible, and it has sufficient busi- 
ness on its books to maintain this con- 
dition for at least three months, and 
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in some products for an even longer 
period. The corporation subsidiaries 
have had very little business cancelled 
on them, probably because buyers real- 
ize that there is not much possibility 
of their being able to secure the ton- 
nages for any less than the Corporation 
prices. Where buyers have been 
obliged to seek supplies elsewhere and 
now have no need of the tonnage com- 
ing to them from the Corporation they 
have asked that shipments be deferred. 
Between the comparatively full opera- 
tion of its plants, together with vastly 
improved shipments as a result of 
ample car supplies and good railroad 
service, on the one hand, and that the 
Corporation in common with all com- 
panies has suffered a contraction in its 
new business on the other, it is be- 
lieved that it will be a much more dom- 
inant factor in the 1921 market than it 
was expected a short time ago that it 
would be. 

There is a belief in some quarters 
that the Corporation will complete its 
unfilled obligations comparatively early 
next year and be an active competitor 
for a share of the passing business, also 
that only by being able to name more 
attractive prices or make better de- 
liveries will the independent companies 
be able to create a back-log of busi- 
ness. Suggestions are heard of the 
possibility of price reductions by the 
Corporation, but not much credence is 
given them, for this hardly would be 
possible without wage reductions, and 
the official attitude of the company is 
believed to be in opposition to any low- 
ering of wages, at least until costs of 
the necessaries of living have been 
brought to much more reasonable levels. 
There is more of a possibility that the 
independents will undersell the Cor- 
poration than that the latter will re- 
cede from its prices, which it has 
rigidly adhered to since March 21, 1919. 
Such an expectation is founded upon 
the fact that in the past, when the in- 
dependent companies have lacked 
orders, they have not hesitated to cut 
prices to obtain them, and of course it 
is well known that the independents 
alone enjoyed the benefits of the high 
prices of the recent past. This, of 
course, is the season for inventories, 
and the compilation of tax statements, 
and not a time when consumers lay in 
much material. This and the expec- 
tation that at some time in the not 
distant future independents will accept 
less than the Corporation prices, prob- 
ably account for the fact that business 
has not responded to the recent revision 
in independent quotations. 

General reports about hardware busi- 
ness in this district, both from jobbers 
and retailers, still are of a favorable 
tenor. Retailers. without exception, are 
busy, and this is reflected to jobbers 
who are finding no difficulty in making 
shipments against orders, even those 
that have been on their books for some 
little time. The movement of Christ- 
mas specialties is described as well up 








to the average of the past few years. 


Automobile accessories are moving 
slowly, and in addition to the obvious 
reasons, it might be stated that the 
trade as a whole has not yet recovered 
from the effect of the oversupply of 
tires and the losses which have been 
taken or remain to be taken on unsold 
stocks. Not many price changes have 
come out in the past week, but those 
that have occurred have’ been toward 
lower levels. The situation in products 
of cotton and of copper and lead remain 
weak almost to the point of utter de- 
moralization. There has been another 
break in prices of sash cord, some of 
fairly good quality now being available 
as low as 50c. per lb. 

Automobile Accessories.—Outside of 
anti-skid chains and some of the other 
articles of purely seasonal character, 
business is comparatively light. Re- 
ductions thus far announced in tires 
have not been at all effective in stimu- 
lating sales.. 

Bars.—The situation is distinctly easy 
because the mills have been catching up 
rapidly on their old orders and the 
jobbers have been getting excellent de- 
liveries. Two of the steel companies 
in this district maintain warehouses 
and are quoting the mill base plus 75c. 
per 100 lb. or 3.10c. on the base sizes. 
The fact that the demand no longer 
is active makes it difficult for other 
distributors to obtain any advance on 
this figure. Makers of iron bars have 
not yet changed their prices and there 
has been no change in the jobbing 


range. 
We quote from warehouses, steel bars 
$3.10 to $3.35 per Ib. for the base sizes, 


with the usual mill differentials for other 
sizes, iron bars, 5c. to 6c. per lb. base. 


Bolts, Nuts and Rivets—New dis- 
counts have been made up by jobbers 
and as intimated in HARDWARE AGE 
of Dec. 9, show only a slight change 
from those previously in effect. Manu- 
facturers are not giving much atten- 
tion to, new business, but rather are de- 
voting their energies to catching with 
their old orders. 


We quote 
bolts, % x 


from jobbers’ stock: 
4#-in. and smaller, 
off list; larger and longer, 25 per cent off 
list; carriage bolts, % x 6-in. and smaller, 
30 per cent off list: other sizes, 20 per cent 


Machine 
49 per cent 


off list; nuts, hot-pressed, list plus $2: cold- 
pressed, list plus $4; track bolts, $8.50 to $9 
base per keg. Large rivets, $66.50 base 
per keg. 


Chain.—Manufacturers are adhering 
firmly to the former base of 7.25c. per 
lb. for 1-in. proof coil, and assert that 
they are not contemplating any change 
on the ground that this price is based 
upon the Steel Corporation prices for 
raw materials. Makers still are months 
behind in their deliveries, but the be- 
lief exists, nevertheless, that soon after 
the turn of the year they will make 
some reductions in prices, if for no 
other reason than a contribution to the 
price readjustment. 

Cotton Products.—This market is 
weak in the absence of any important 
buying. The knife again has been put 
to the prices of sash cord, and a fairly 
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good grade now is being offered by 
jobbers at 50c, per lb., as compared to 
a recent minimum of 62c. New prices 
on sweat-pads are expected to be an- 
nounced shortly, and to be much below 
former levels. 


Hoops and Bands.—The Jones & 
Laughlin Steel Co. has cut its price to 
the Corporation base of 3.05c., while an- 
other independent which has been quot- 
ing 5c. base has lowered its price to 
3.50c. base. Jobbers have not yet re- 
sponded to this cut, still holding to 
6.50c. base. 

Horse and Mule Shoes.—Good de- 
mand is noted, with the prices from 
jobbers’ stocks $6.50 to $7 base. 

Railroad Spikes.—Revision downward 
in prices by manufacturers has been 
followed by lower jobbing quotations. 


New jobbing prices are: Large spikes, 
9/16-in. and larger, $4.65 per keg of 200- 


Ib.; Vo-in., $6.15; 7 16-in., $6.25; small 
spikes, 3x3-in. and 3//2-in., oe.50; 36x2VYo- 
obs $7.15; 5 16x2Vo-in., $8.45; 5/16x2-in., 


Sheets.—The market is back to a 
single price basis, as far as manufac- 
turers are concerned, as several of the 
independent companies have announced 
their willingness to accept business at 
the Industrial Trade Board schedule, 
so long and rigidly adhered to by the 
American Sheet & Tin Plate Co. On 
the ordinary basis of figuring employed 
by jobbers of making their prices, which 
is to add $30 per ton to the mill base 
and 10c. per 100-lb. for freight this 
would mean warehouse prices of 5.95c. 
base for black, 7.30c. base for gal- 
vanized and 5.15c. base for blue an- 
nealed. However, none of the jobbers 
here has put prices down to these levels 
yet, and some are still quoting as high 
as 7c. base on black and other finishes 
accordingly. Business has fallen off 
considerably in the past few weeks, 
both because of the time of year and 
because of the downward tendency in 
independent mill prices. 

We from warehouse: One 


quote pass 
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cold-rolled black sheets, 6.45c. per lb. base, 
Pittsburgh; galvanized, 7.60c. base; blue 
annealed, 5.5uc. base; 2%-in. corrugated 
galvanized sheets, 6.85c. per square. 

Tin Plate.—There has been no change 
in prices of jobbers since a week ago, 
although the market, viewed from a 
mill standpoint, is much weaker than 
it has been. Demands upon the mills 
have shrunk to very limited propor- 
tions, and sales of stock items which 
are quite plenty with several of the 
independent mills, have taken place as 
low as $6.50 per base box, Pittsburgh, 
or about 50c. per box below the recent 
minimum. 

We quote from warehouse: Standard coke 
tin plate, $9.50 per base box; roofing ternes, 
20x28-in., 40-lb., i.e., $28 to $28.50. 

Wire Products.—Some of the trade 
here still are experiencing some diffi- 
culty in securing supplies of wire nails, 
particularly at the reduced price re- 
cently named by a large independent 
manufacturer. Most of the indepen- 
dents are holding to a base of $3.75 
per keg for nails, but they are getting 
very little business on account of the 
fact that the American Steel & Wire 
Co. is able to provide more tonnage at 
$3.25 than it could a short time ago, 
and a good many customers of the in- 
dependents now are going to the leading 
interest for supplies. At $3.75 per keg 
the Youngstown Sheet & Tube Co. is 
down $5 per ton from its recent price. 
All companies are taking business in 
plain wire at $3.25 per 100-lb. base, but 
there continues to be some spread on 
galvanized and barbed wire. Deliveries 
of barbed wire against old orders are 
much heavier than they were recently, 
for in the lack of the usual amount 
of new business manufacturers are 
reaching the orders which have been 
on their books for some time. 


We 
nails, 
base sizes, 
wire, $4.60; galvanized barbed wire, $4.75: 
wire brads, 60 to 70 per cent off list; woven 
wire fencing, out of stock, 50 per cent off 
list. 


quote from jobbers’ stocks: Wire 
$3.90 base per keg.; annealed wire, 
$3.90 per 100 Ib.; galvanized 
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Office of HARDWARE AGRE, 
538 Guardian Building, 

Cleveland, December 13, 1920. 

\ HILE business with hardware job- 
bers has fallen off somewhat local 

jobbing houses are still taking a fair 
line of orders. The retail hardware 
trade on the whole is doing a satisfac- 
tory volume of business. Some of the 
local merchants in the outlying dis- 
tricts are complaining about conditions 
but business is very good with the 
down-town retail stores. 

With the downward trend in prices 
and inventory time at hand, retail mer- 
chants are buying only such goods as 
they must have to keen their stocks up 
and in view of this attitude the demand 
on manufacturers and jobbers is re- 
garded as remarkably good. Jobbers 
report a very good demand for cutlery 
and electric goods and other lines that 
are usually particularly active during 
the holidav season. There is at pres- 


ent little buving of seasonable goods 


for next spring as the bulk of the or- 
ders for seasonable goods for early 
svring delivery have already _ been 
placed. 

Several price reductions were made 
during the week but these for the most 
part were on either steel mill products 
or on lines that have been immediately 
affected by the lowering of finished 
steel prices. Merchants are looking for 
a greater number of price reductions 
around the first of the year. 

Automotive Tires and Accessories.— 
The lower prices on tires have not stimu- 
lated the demand to any great extent 
but sales are normal for this time of 
the year. There is little activity in ac- 
cessories at present. As a result of 
the mild weather there has been little 
demand so far for hood covers and 
other accessories usually sold in win- 
ter. For the same reason tire chain 
has been moving slowly the last two 
weeks. Manufacturers of tire chain 





December 16, 1920 


are still behind on deliveries. No 
changes are reported in accessory 
prices but some reductions are looked 
for after the first of the year. 

Alcohol.—Prices on denatured alcohol 
are firm since the recent decline. Ow- 
ing to the mild weather the demand 
from automobile users is light. 

Jobbers quote 18 proof denatured alcohol 
at 95c. per gallon in barrel lots. 

Bolts and Nuts.—Following the sharp 
cut in bolt and nut prices made by 
manufacturers December 1 an open 
market is being maintained by some of 
the jobbing. houses that still have 
stocks that were purchased a long time 
ago at lower prices than present manu- 
facturers’ prices. Jobbers are attempt- 
ing to clean out these stocks and are 
naming prices to meet conditions with- 
out having any well defined regular 
quotations. On large machine bolts 
their prices range from 35 to 45 per 
cent off the list. Manufacturers’ present 
prices on bolts and nuts are from 15 to 
25 per cent below prices that prevailed 
before the reduction. Some of the 
manufacturers of semi-finished nuts 
have reduced prices from 1742 to 35 
per cent.. Cold punched nuts which 
have been sold by manufacturers at list 
plus one dollar have been reduced to 
list. 

Binder Twine.—Prices for binder 
twine for next spring delivery have not 
yet been named and jobbers are still 
taking orders subject to prices that are 
to be fixed. 

Barb Wire.—The supply of barb wire 
has now become fairly plentiful. The 
demand is slack. Prices are unchanged. 


We quote barb wire from jobbers’ stocks 
in 80-rod spools as follows: Cattle wire, 
$ hog wire, $4.55; American special, 


$ 


wor 


4. 
3. 


nono 
a 


Brushes.—There is still an active de- 
mand for paint and varnish brushes for 
spring delivery and orders are being 
taken at the established prices. 

Cap and Set Screws.—Manufacturers 
of cap and set screws have reduced 
prices and are now quoting cap screws 
at 50 per cent off list for milled and 
55 and 10 for upset and set screws at 
55 for milled and 65 and 5 for upset. 
Jobbers have not announced new prices 
and are meeting market conditions and 
making considerable reductions from 
prices. 

Chain.—There is little activity at 
present in the chain market. Prices are 
unchanged. 


Jobbers quote %-in. common chain at 
10%c. per lb. for stock shipment. 


Cutlery.—There is a heavy demand 
for cutlery for the holiday trade and 
jobbers’ stocks are in fairly good shape. 
There is still a shortage of shears. 


Clocks.—The supply of alarm clocks 
which has been very short for a long 
time has improved materially, although 
one manufacturer is still behind on de- 
liveries. The demand is good. 


Cotton Clothes Line.—A price re- 
duction of from 20 to 25 per cent has 
been made on cotton clothes line. 


Coal Hods and Fire Shovels.—Prices 
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on coal hods and fire shovels have de- 
clined about 10 per cent. 


Jobbers now quote galvanized open hods, 
17-in., at $7 per doz. 


Cotton Twine.—Cotton 
further declined 6c. a lb. 


Jobbers now quote this twine at 3ic. 
per lb. 


Electrical Goods.—The demand for 
electrical heating appliances, toasters, 
irons, percolators, ete., and also for 
flashlights and batteries for the holi- 
day trade is fairly heavy. Stocks are 
ample. 

Glass Cooking Ware.—The demand 
for glass cooking ware continues 
heavy. One jobbing house reports an 
increase of 200 per cent in sales of 
Pyrex ware this season, and an increase 
of nearly 400 per cent in the sale of 
mountings. The supply of glass cook- 
ing ware is still ample, but some of the 
stocks of the mountings are well cleaned 
up. 

Galvanized Ware.—Prices, on gal- 
vanized ware have declined about 10 
per cent. 


Jobbers now quote No. 3 common gal- 
vanized tubs at $45 per doz. and 12 qt. 
light pails at $4 per doz. The demand is 
steady. 


Ice Skates.—There is still some busi- 
ness being placed for ice skates for 
early delivery. Jobbers have stocks from 
which orders can be filled promptly. 

Jobbers quote: Union Hardware Co.’s pol- 
ished skates with screw clamps at $1.05, 
$1.30, $1.85 for the three popular grades. 

Lanterns.—The supply of lanterns 
is becoming more plentiful and dealers 
now have some jn stock. The demand 
is fair. 

Milk Cans.—Jobbers are _ taking 
orders for milk cans for January ship- 
ment at present prices and for Febru- 
ary and March shipment at prices pre- 
vailing at the time of shipment. 


Nails and Wire—Shipments of nails 
have improved materially and jobbers 
are now accumulating some stocks and 
can take care of orders fairly promptly. 
Owing to the fact that retailers’ stocks 
have been very low the demand is 
fairly good. Prices are unchanged. 

Jobbers quote prices as follows: Wire 


nails, $4 per keg; No. 9, annealed wire, 
$4 per 100 lb.; cement-coated nails, $4 per 
100 Ib. 


twine has 





Oil Cook Stoves.—Oil cook stoves are 
still moving well, owing to the demand 
from consumers who have been suffer- 
ing from the shortage of natural gas. 
Jobbers’ stocks are good. 

Jobbers quote the Kerogas type of cook 


stove as follows: Two-burner, $12.90; 3- 
burner, $17.45; 4-burner, $21.70. 


Oil Heating Stoves.—The demand for 
oil heating stoves is now active. Stocks 
assure quick delivery. 


Jobbers quote New Process oil heating 
stoves at $5.10 for japanned and $5.85 for 


nickel trimmed stoves. 

Paints and Oil.—Jobbers are taking 
orders for paints at the recently an- 
nounced price reductions. The new 
prices are being guaranteed and manu- 
facturers claim there will be no further 
: reductions before July. Linseed oil is 


somewhat firmer and some makers have 
withdrawn a 95c. price for future ship- 
ment. 


Turpentine is weak and lower. 
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White lead has further declined 
per Ib. 
We quote from jobbers’ stocks: Stand- 


Wye. 


ard makes of mixed paints at $4.60 per 


gallon for colors and $3.85 for white; lin- 
seed oil at $1.05 for raw and $1.07 for 
boiled in barrel lots; turpentine at $1.20 


per gallon in barrels and white lead at l4c. 
per lb. in 100 lb. kegs. 

Poultry Netting and Wire Cloth— 
There is little activity at present in 
poultry netting and wire cloth, as most 
of the retailers have placed their orders 
for next spring. Prices are unchanged. 

Jobbers quote as follows: Poultry net- 
ting, 45 per cent discount f.o.b. Pittsburgh 
for mill shipment and 40 to 40 and 5 per 
cent discount for shipment 
galvanized weaving; black wire cloths, 
$2.75 per 100 sq. ft. for shipment from 
stock, and $2.50 f.o.b. Pittsburgh for mill 
shipment; white metal and gaivanoid wire 
cloth, $3 per 100 sq. ft. for mill shipment 
and $3.25 for stock shipment; bronze wire 
cloth, $9.25 per 100 sq. ft. 

Plumbers’ Brass Goods.—The demand 
for bathroom fixtures and accessories 
is rather quiet, as retailers are making 
only hand-to-mouth purchases. A re- 
duction in prices on these goods was 
announced recently, but no reduction 
has yet been made on china and enamel 
ware bathroom equipment. 

Percolators.—Percolators are moving 
well, but there is an actue shortage of 
the 10-qt. size. The smaller sizes are 
plentiful. 

Rubber Roofing.—In our last report 
a 25 per cent price reduction was an- 
nounced on some lines of rubber roof- 
ing. Since this other manufacturers 
have made practically similar reduc- 
tions so that prices are fairly well es- 
tablished on the new basis. 

Soil Pipe.—Prices on soil pipe have 
declined about 15 points. Jobbers now 
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quote 2 to 4-in. standard soil pipe at 
25 per cent off list, base, Birmingham. 

Shovels—Few orders are being 
placed now for shovels, as most of the 
buying for spring has been done. Some 
of the jobbers are revising contracts 
to the lower prices recently announced. 

Sleds.—The demand for sleds has 
been unusually heavy recently, and the 
stocks of some of the jobbers are en- 
tirely cleaned out of all kinds of sleds. 
Many more would have been sold had a 
supply been available. 

Sash Cord.—Prices on sash cord have 
continued to decline. Jobbers now quote 
common sash cord at 45c. per lb. base, 
and standard sash cord at 47c. per Ib. 

Snow Shovels.—Jobbers’ stocks of 
snow shovels are now well cleaned up. 
Retail sales have so far not been heavy. 

Screws.—The demand for screws is 
rather quiet. Recent prices are being 
maintained. 

Steel Sheets.—Jobbers have reduced 
prices on sheets following the recent 
reductions in prices by independent 
sheet mills. 


Jobbers quote black sheets at 5.75c. to 
5.90c. and galvanized sheets at 7.25c. for 
No. 28 gage and blue annealed at 5 to 5.75c. 
for No. 10 gage. 


Steel Bars.—One local steel wire 
house has made a slight reduction in 
steel bar prices, which are now quoted 
out of stock at 3.30c. to 3.34c. 


Wash Boards.—Jobbers have marked 
down prices on some makes of wash 
boards about 20 per cent. The Uni- 
versal Protector wash board is now 
quoted at $7.75 per doz. 


TWIN CITIES 


St, PAUL AND MINNEAPOLIS, 
3725 Colfax Avenue South, 
Minneapolis, Dec. 6, 1920. 
HE’ general hardware _ business 
shows some let-up in line with 
general apathy in other lines of busi- 
ness. 

For the first time in many months 
jobbers report a drop in their volume 
of business. However, it is probable 
that the amount of business compares 
favorably with previous years, but 
when compared with the extremely 
large amount of business last fall and 
spring, it looks like a heavy decline. 

The most disturbing element in the 
outlook for the future is that owing to 
present uncertainty factories and mills 
are closing down rather than make up 
a stock in preparation for future busi- 
ness. 

Builders’ Hardware.—Building con- 
ditions remain inactive, which is gradu- 
ally having a tendency to bring prices 
down. With prices down and a plenti- 
ful supply of labor, building activities 
should pick up in the early spring. In 
fact business must be made to pick up 
as it cannot continue stagnant as at 
present without injury to capital as 
well as labor. 
is fair. Stocks 


Axes.—Demand are 


in good shape. Sales are not of large 


volume. No price changes. 
We quote from jobbers’ stocks: Single 
bit, base weights, $16.50 per doz. Double 


bit, base weights, $21 

Ash Sifters—Market remains very 
quiet. This is largely due to the fact 
that nearly everyone bought during the 
war period as a measure of economy 
urged at that time. No price changes 


50 per doz. 


reported. 

We quote from local jobbers’ stocks: 
Wood square, $4.50 doz.; metallic round, 
$4.75 doz.: wood barrel, $15 doz. 


Bale Ties.—Sales rather inactive as 
is usual at this season. Price remains 
firm as last quoted. 

_ We quote from local jobbers’ stocks: 
5 per cent from standard lists 

Bolts.—The improvement in the bolt 
situation continues so that with a little 
shopping around, practically all sizes 
are obtainable. No price changes since 
last report. 

We 
Small 


60- 


jobbers’ 


per cent 


from local 
carriage bolts, 20 
carriage bolts, 15 per cent mall machine 
bolts, 30 per cent; large machine bolts, 20 
per cent; stove bolts, 50 per net 
screws, 30-10 per cent; plow bolts 
cent. 

Brads.—Sales are very light. Stocks 
are in fair condition. No price changes. 

We 4 
per 


Coal 


quote 


tocks 


marge 


lag 
20 per 


quote 
cent 


from local jobbers’ stocks ran) 
from standard lists 


Hods.—Jobbers’ stocks are in 
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good condition. Sales are rather in- 
active. No price changes. 

We quote from local jobbers’ stocks: 
Japanned 17-in., open, $5.20 per doz.; 
japanned 18-in., open, $5.50 per doz., 
japanned funnel, 17-in., $6.55 per doz.; 
japanned funnel, 18-in., $7.20 per doz.; 


galvanized, open, 17-in., $8 per doz.; galvan- 
ized, open, 18-in., $8.75 per doz.; galvanized 
funnel, 17-in., $9.90 per doz.; galvanized 
funnel, 18-in., $11.70 per doz. 


Eaves Trough, Conductor Pipe and 
Elbows.—Sales are very inactive as is 
natural at this season of the year. No 
price changes. 

We from local jobbers’ stocks: 
28-gage B., 5-in., $9.50; 28-gage, 
3-in. conductor $9; conductor 
elbows, $2.16. 

Files.—Jobbers’ stocks are reported 
in good condition, with sales slow to 





quote 
lap jt.. S. 


pipe, 3-in. 


dull. No price changes. 

We quote from local jobbers’ stocks 
Nicholson files at 45-5 per cent; Riverside 
files at 50-10 per cent; Arcade files at 50 


per cent from standard lists. 

Galvanized Ware.—The jobbers are 
well supplied, some of them _ over- 
stocked. As a result some of the 
smaller jobbers are shading prices in 
an effort to reduce stocks. However, 
there has been no general reduction in 


price. 
We quote from local jobbers’ stocks 
Standard No. 1 galvanized tubs, $12 per 


doz.; standard No. 2 galvanized tubs, $12.50 
doz.; standard No. 3 galvanized tubs, 
$15.75 per doz.; heavy No. 1 galvanized tub 
$20.50 per doz.; heavy No. 2 galvanized tubs, 
$22 per doz.; heavy No. 3 galvanized tubs, 
1) per doz.; standard 10-qt. galvanized 
pails, $4.20 per doz.; standard 12-qt. gal- 
vanized pails, $4.60 per doz.; standard 14- 
qt. galvanized pails, $5.20 per doz.; stock 
16-qt. galvanized pails, $7.80 per doz.; stock 
18-qt. galvanized pails, $9.15 per doz. 

Glass and Putty.—Business in this 
line is still good but is slowing up as 
the season advances. No price 
changes. 

We 
Single 





stocks 
pe r 
glass, 78 


bladders, 


quote from local jobbers’ 
strength ‘‘A”’ grade glass, 76 
cent; double strength ‘‘A’’ grade 
per cent. Commercial putty in 
$5.15 per cwt. . 

Lanterns.—Stocks are now in good 
condition. Sales are unusually light 
for this season of the year. 


We quote stocks: 


$13 
doz.; 


from local jobbers’ 
Tubular Long Globe or Short Globe, 
per doz.; Tubular Dash, $17.60 per 
Dietz Cold Blast No. 2, $14.25 per doz 
Nails.—The nail situation appears to 
be improving somewhat, although it is 
still very difficult to get the more popu- 


lar sizes in bright nails. No price 
changes. 
We quote from local jobbers’ stocks 


Standard wire hails, $4.85 keg base; coated 
nails, $5.50 to $7 per keg. 


Paper.—Sales remain inactive, due to 


present building conditions with no 
prospect of immediate change. Prices 
show no further change. 

We quote from local jobbers’ stocks, 
f.o.b. Minneapolis: Barrett’s No. 2 tarred 
felt, $4.15 per cwt.; Barrett’s threaded felt, 
500-ft. rolls, $2.08 per roll; Slater's felt, 
$1.39 per roll; No. 20, red rosin, 97c. per 
roll: No. 25, red rosin, $1.20 per roll; No 


30, red rosin, $1.45 per roll. 
Registers.—Sales are not up to cus- 


tomary volume. There has, however, 
been an increase in price. 

We quote from jobbers’ stocks: 10 per 
cent from standard lists 

Rope.—Jobbers’ stocks are in good 
condition. Sales are fair. Price re- 
mains as last quoted. 

We quote from local jobbers’ stocks: 
Columbian manila rope at 27\4c. lb. base; 


Columbian sisal at base. 


18'4c. Ib 
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Sandpaper.—Business in this line is 
dull due to small amount of work being 
done by sash and door factories. No 
price changes. 

We quote from local jobbers’ stocks: 
Zest grade No. 1, $7.20 per ream; second 
grade No. 1, $6.50 per ream. 

Screws.—Jobbers’ stocks are in only 
fair condition. Factory shipments show 
some sign of improvement. No price 


changes. 
We quote from local jobbers’ stocks: 
Flat head bright screws, 70-10 per cent; 


Round head blued screws, 67% 
flat head japanned screws, 62} 
flat head brass screws, 50-5 per cent; 
round head brass screws, 4744 per cent; 
iron machine screws, 40 per cent. 
Solder.—Business in this line is dull. 
Jobbers’ stocks are in good condition. 


-o per cent; 
5 per cent; 








There has been a further decline in 
price. 

We quote from local jobbers’ stocks: 
Half and half, 29c. per Ib. 

Steel Sheets.—Stocks are rapidly 


becoming in good condition and sales 
are dull. There has been a still further 
decline in price. 

We quote from local jobbers’ stocks: 
28-gage black sheets, $6.35 per cwt.; 28-gage 
galvanized sheets, $7.70 per cwt. 

Stove Goods.—Stocks are in good 
condition, sales not as active as should 
be at this season of the year. 


We quote from local jobbers’ stocks: 
Stove boards, crystallized, 28x28, $18.85 per 
doz.; 30 x 30 at $21.20 per doz.; 36 x 36 at 


$30.50 per doz. Stovepipe, 28-gage, 6-in., 
uniform blued, 25c. per joint Elbows, 


common corrugated, $2 per doz; adjustable, 
charcoal iron, 6-in., $2.70 per doz. Dampers, 
cast iron, wood or coil handles, $2.10 per 
doz. Stove shovels, 15-in., japanned, 70c. 
per doz.; 19-in., round handle, $1.65 per doz. 

Tin Plate.—While business remains 
dull in this line there has been no price 
reduction. 





We quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $19 per box; 
roofing tin, IC, 20 x 28, 8-lb. coating, $18.50. 

Weatherstrip.—Sales are good on 
this item. Stocks in fair shape. 

We quote from local jobbers’ stocks: 
S-in. and %-in. wood and felt, $2.25 per 


100 ft.; 1-in. wood and felt, $3.40 per 100 ft. 


Wire.—Sales are not as active as 
earlier in the season, consequently 
jobbers’ stocks are in a great deal 
better condition than heretofore. 
Prices show no change. 

We quote from local jdbbers’ 
Parbed wire, painted cattle, 
$4.05: galvanized, $4.60; painted hog wire, 
$4.32; galvanized hog wire, $4.90 per spool; 
smooth black No. 9, $4.85 per cwt.; galvan- 
ized smooth No. 9, $5.55 per cwt. 





stocks: 
80-rod spools, 


The Last Ten Days 
(Continued from page 85) 
electrical goods in the store, and his 
impression of their possibility as a 
gift developed into purchase by the 
goods themselves presented to him 

from their selling points. 


Don’t Forget the Children 


Nothing written on the subject of 
Christmas is complete without men- 
tion of the keynote of the whole 
fabric of gift giving—the children, 
and whatever else the dealer decides 
to feature there should be toys any- 
where and everywhere. It has been 
found to be a good idea to put single 
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toys in all displays inside the store. 
Dolls, for example, with the vacuum 
cleaner and the washing machine, 
tool chests, skates, sleds and all the 
wholesome joy giving list scattered 
about among other stock. Put the 
stars and stripes on them too. Its 
good business to sell American toys, 
for they are well made and they are 
here to stay because you can’t fool 
Uncle Sam’s boys and girls. 

There is opportunity for the dealer 
in these last few days. Make the 
most of them, and “tell the world” 
what you have to offer it when its 
in a hurry and wants help in getting 
through the list for the stockings. 





DATE OF METROPOLITAN 
DINNER 


The Metropolitan Hardware Associa- 
tion, which is composed of delegates of 
all the retail hardware dealers’ associa- 
tions of Greater New York, will hold 
the annual Hardware Dinner at the 
Hotel Astor, New York, Jan. 20, 1921. 
The association voted unanimously at 
its last meeting to hold the annual 
hardware dinner which has come to be 
looked upon throughout Greater New 
York as the most important hardware 
event of the year. H. A. Cornell, 121 
Court Street, Brooklyn, N. Y., is chair- 
man of the committee on arrangements. 


REUBEN F. ABBOTT DEAD 

Reuben F. Abbott of the Abbott 
Hardware Co., Ninety-first Street and 
Columbus Avenue, New York, and vice- 
president of the New York Hardware 
and Supply Dealers’ Association, died 
Dec. 8 at his residence, 149 West One 
Hundred and Fifth Street, from pneu- 


monia, after an illness of two days. 
Funeral services were held in the 
Church of St. Agnes, Ninety-second 


Street and Columbus Avenue, Dec. 11. 
Mr. Abbott is survived by a wife and 
three children. 

Reuben F, Abbott was well known in 
retail hardware circles throughout the 
metropolitan district and was long ac- 
tive in association affairs. Of Mr. 
Abbott John M. Kohlmeier, past presi- 
dent of the Metropolitan Association, 
said upon hearing of Mr. Abbott’s 
death: 

“He loved his home, his family, his 
friends. He was a man of sterling 
character, honest, loyal, a prince among 
men, believing it his duty to do his bit 
to help better business and social con- 
ditions. He was active in hardware 
association activities from the very be- 
ginning. He was respected and loved 
by all he came in contact with. His 
great love for music, one of the pleas- 
ures of his life, put the soft pedal on 
all his dealings with others. The many 
friends he had will miss him. He is 
gone but not forgotten.” 
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A Message to McKinney Dealers 


McKinney Hinge Advertising is a year old. Its aim to lift hinge 
consideration from the background of indifference into the glare of 
human interest is being accomplished. Today hinge usefulness is 
realized more fully. And with this realization a new buying atten- 
tion has been born. 


McKinney Hinge Advertising will continue in 1921. Throughout 
another year the importance of hinges will be impressed upon 
millions in every nook and corner of the country. 


All McKinney Advertising is planned with the McKinney dealer 
in mind. Beside the big magazine advertising which gives promi- 
nence to your store as McKinney Headquarters, a direct appeal is 
made to architects and builders—the biggest class of hinge buyers— 
through magazines given over to their interests. 


Of course it is impossible in this advertising to mention your par- 
ticular store. But by a little effort you can bring advertising results 
direct to your counter and turn them into sales, 


To accomplish this end we are equipped to forward you colored dis- 
play cards which when featured on your counter or in your window 
will connect your store with McKinney Advertising. Proofs of the 
national advertisements for display purposes are also furnished upon 
request. In addition we will send you a campaign of general hard- 
ware advertisements for your local newspapers. These are furnished 
in electro form with ample space left for display of your name. 


The hardware dealers who have used these publicity methods have 
obtained the most gratifying results from the general McKinney 
Advertising. We deem this significant. 


McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, State-Lake Bldg., Chicago. Export Representation 


MCKINNEY 


Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 


hardware, furniture hardware and McKinney One-Man Trucks 
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Products Being 


Holds Shoes for Polishing 


It is estimated that nine out of every 
ten pairs of shoes are made of leather 
that has to be cleaned with dressings 
applied with a cloth and rubbed to a 
polish by friction. With the shoes on 
the feet, cleaning boots is very un- 
handy, and it is even worse with the 
shoes removed, as it is well nigh im- 
possible to hold the boots in a satis- 
factory position. Just at this point the 
Coulter Jr. Shoe Holder becomes of 
great interest for it will hold the shoe 
in a firm position while off the foot and 
makes shoe shining comparatively easy. 

It is made with a detachable back, 
that will permit it being removed from 
the wall bracket when not in use. It 
is simple of construction and may be 
adjusted to hold a shoe of any length. 




















Coulter Jr. Shoe Holder 


The total weight is but three pounds. 
The holder is put up in combination 
style in a neat box containing a polish- 
ing clot: and a box of Blackola shoe 
polish. Changeable feet to fit men’s or 
ladies shoes are furnished with each 
set. 

Interested hardware dealers will do 
well to communicate with Laffin & 





Placed on the Market by Hardware Manufacturers 


Taylor, 86 Warren Street, New York. 
This company has exclusive distribut- 
ing rights except to the leather find- 
ings trade. 


Strips Insulation From Wires 


As a labor saver in stripping wires 
of all sizes the F-F Insulated Wire 
Stripper is said to be a valuable piece 
of equipment. It is made by the France 
Mfg. Co., Berea Road and 104th Street, 
Cleveland, and is suitable for use in 
garages, electrical shops and auto fac- 
tories. From an increased production 
standpoint the maker quotes an in- 
stance where two of these machines 
took the place of a wire stripping de- 
partment of ten girls and a forewoman, 
and the work was done quicker and 
better. The stripper may be used for 
skinning stranded wire, with much sav- 
ing of time, as one operation removes 
the insulation and gives the strands 
the proper twist for making connection. 

Motor driven knives rotate continu- 
ously and are adjustable to any size. 
The end of the wire is fed into the 
opening leading to the knives. The foot 
pedal is pressed and the wire pulled 
out. All moving parts are completely 
enclosed. The motor furnjshed is either 
a single-phase 110-volt 60-cycle A. C. 
type or a 110-volt D. C. motor. The 
type of current to be used must be 
stated in ordering. 

In considering the advantages of us- 
ing this electric wire stripper, one must 
recall the laborious task of cutting, slit- 
ting and then pulling off with the 
fingers the well laid fabric affording 
the insulation. In the heavier sizes this 
is quite a problem. 





This Truck Is Self Loading 


An electric industrial self-loading 
truck of improved design has _ been 
placed on the market by the Industrial 
Truck Co. Division of the Cowan 
Truck Co., Holyoke, Mass. 

The truck, known as the I. T. C., is 
all-steel and is said to have very quick 
acting elevating mechanism capable of 
elevating in five seconds when equipped 
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with 28 cells and in six seconds when 
equipped with 21 cells. The lifting 
mechanism is operated by an_inde- 
pendent heavy duty service wound 
motor and worm gear reduction. The 
platform lifts vertically, the rise being 
4% inches. The platform may be 

















I. T. C. Self-Loading Truck 


stopped at any point going up or down, 
and it requires but three seconds for 
full lowering. 

The rear end is equipped with a 
heavy bumper which effectually takes 
all shocks and protects the rear end 
of the lift platform. The rear end is 
also equipped with a draw bar attach- 
ment which enables the truck to be 
used as a light duty tractor. 

Automatic brake and circuit breaker 
application four wheel steer, single re- 
duction worm drive of the power axle 
and easy accessibility of batteries, 
lifting, driving and control of me- 
chanism are features of the truck. It 
will operate in intersecting aisles 60 
inches wide. 

The turning radius extreme outside 
is 7 ft. 10 in. By folding the foot 
pedal and steering handle into a ver- 
tical position the overall length is 
shortened for use on elevators. The 
length is 102 inches overall or 91% 
inches with step raised. The width is 
86 inches overall and 51 inches high 
over steering shaft head. Either 
alkaline or lead batteries are used. 
The controller is of the drum type 
with three speeds forward and three 
reverse. 

Interested hardware dealers may 
obtain an illustrated booklet giving 
more details on the self-loading truck. 
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Familiar Doors Equipped with 
R-W Warehouse Door Hangers 
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You can’t deny practical ex- 
perience. If man or thing 
stands the test of experience 
the world admits he or it pos- 
sesses sound merit. The world 
wants experienced products. 
Half a century of practical ex- 
perience recommends 














Northwestern freight house at Milwaukee, showing 46 doors hung 
on R-W parallel warehouse door hardware. Seven years of con- 
tinuous satisfactory service puts these R-W hangers in the ‘‘A’”’ 
class of sliding door hangers for warehouses. 


Richards-Wilcox 
Warehouse Door Hangers 


You can tell your trade what they have done. Two 
instances in point are recorded and illustrated on this 





page. 


R-W warehouse door hard- 
ware is built to stand the wear 
and tear to which constant use 
subjects it. . 


Illustrated in R-W general 
catalog No. 16, pages 95 to 
105. Particular information 
and prices gladly given. 
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Wabash freight house No. 3, Detroit, Michigan—equipped with 
R-W warehouse door hangers. These hangers are seasoned 
veterans, having been in service nearly a decade. 
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Battery Oven Burns Electricity 


The Service Station Supply Co., 30 
East Larned Street, Detroit, Mich., is 
manufacturing the Hyrate Electric 
Battery Oven. This, they claim, is de- 
signed to produce practical results in 
saving time and labor, as well as break- 
age for battery tear down work. There 
is no labor attached while the battery 
is being heated, as the cells are heated 
rapidly and evenly, without burning 
or charring the tray or rubber parts. 
This latter feature eliminates the 
danger of explosion from igniting 
gasses of the cells. Time in operation 
is saved as there is no gauges to be 
watched and no boiler to fill. Also, it 
is said, that the external solid parts 
of the battery are heated before the 
solution rises in temperature so that 
the plates are not injured by the heat. 

The Hyrate Electric Oven is made 
in two types, one for from 110 to 125 
volts and the other from 220 to 250 
volts. It will operate on either direct 
or alternating current. 

A handle is mounted on either side 
of the oven so that it may be tipped 
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Hyrate Electric Battery Oven 


either way to inspect or remove the 
battery. The heating units are cal- 
culated to supply the maximum heat 
that can be used without setting fire 
to the sealing compound or injuring 
the rubber parts. 


An illustrated circular will be sent 
to interested hardware dealers upon 
request. 


Eliminates Marred Splash 
Guards 
The Essex Improved Step Mat is 


made by the Essex Rubber Co., Tren- 
ton, N. J. Its particular individual 
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advantage is the protruding protecting 
3 inch flap attached in such a way that 
it adjusts itself to any angle of the 
splash guard and prevents marring the 





Mat 


Essex Improved Step 


car by overstepping. The self-draining 
feature of the design enhances the util- 
ity as well as the attractiveness of the 
mat. 

The protection from marring is 
really a very important feature, as 
many cars are seen every day with the 
splash guard on both sides, front and 
back, badly marred just at the door 
where the boarding passenger over- 
steps. This marring resembles closely 
the scratches found on the playing 
board of most pianos, the nails of the 
player going beyond the ivory keys. 

Leather washes for engaging the 
screws, when used on metal running 
boards, supplied upon request. 

The manufacturer will be glad to 
send interested hardware dealers an 
illustrated booklet on this and other 
Essex products. 





Gives Comfort to Tonneau 
Passengers 


Ladies of the family, the old folks 
and guests are usually seated in the 
rear of the touring car, where the wind, 
dust and dirt swirls around and causes 
real discomfort. The driver and his side 
companion are protected by the wind- 


shield and do not as a rule realize that. 


this same protection is possible for 
the riders in the tonneau. The front 
windshield actually increase’ the 





strength of the wind for those in back. 
This is not necessary, for the J. H. Ton- 
neau shield, a product of the Tonneau 
Shield Co., Inc., 1777 Broadway, New 
York, will afford solid comfort and also 
permit a free circulation of fresh air. 
The dust, dirt and cutting wind are 
kept off and the many advantages of 
the open model car are made manifest. 
Use of this shield enables the overhead 
top to be rolled back almost all year 
round, a decided advantage to those who 
appreciate the real benefits and healthy 
pleasures of an auto ride in the open. 

The brackets that support the shield 
are screwed in behind the front seat. 
The sliding arms permit adjustment as 
desired, that is to say the shield may 
be pulled close to the passengers or 
may be placed at any point between 
them and the second cowl. 

The model shown is for cars with the 
solid or single front seat, but the shield 
is also made for cars with divided front 
seats. The frame may be obtained in 
either metal or mahogany with nickel 
trimmings. Two varieties of glass are 








Shield 


J. H. Tonneau 


offered, either a special plate glass or 
a patented non-shatterable glass. Sev- 
eral models with different finishes are 
described in a booklet obtainable by any 
interested hardware dealer. 

When in use a waterproof apron 
hangs from the bottom of the shield 
offering further protection to the robes 
or clothing. The wings at the sides are 
adjustable to any desired angle. They 
may be folded in and the shield is then 
compactly folded and turned down out 
of the way, taking in storage as much 
room as the average lap robe. 

The illustration shows general ap- 
pearance and application of the shield. 
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RAN PLUGS 


are one of the lines in the accessory field 
which are as staple as nails in the hard- 
ware field. 


If you are not carrying spark plugs in 
stock you are overlooking an opportu- 
nity for larger profits and quick turn- 
over on a freely moving item which is 
becoming of almost universal need. 
The HERCULES line offers every pos- 
sible type of attractive advertising dis- 
play and practical sales helps. 

The counter display cabinet illustrated 
below is beautifully lithographed and 
carries with it size lists, printed matter, 
wall hangers, counter signs and various 
other items. It is packed with only 
quick-moving and standard sizes, and 
costs you nothing, 


Ask your jobber. 


Eclipse Manufacturing Company 
Indianapolis, U. S. A. 


STSUCwWoeA 
QUALITY 


MADB It 
CG.S.R. 
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Notes of the Retail Hardware Trade 


MADISON, Wis.—The Smith & Wil- 
helm Co. stock has been sold. Wilhelm 
& Gillies, 1723 Monroe Street, are the 
purchasers. 

SAWYER, Wis.—Frank Knuth is suc- 
cessor to the Sawyer Implement Co. 


SAN JOSE, CAL—The Payne Hard- 
ware Co., 81-85 E. Santa Clara Street, 
is purchaser of the hardware stock of 
Mangrum & Otten. 

BELLEVILLE, ILL.—The Seibert 
Shoepp Hardware Co. has changed its 
name to the Seibert Hardware Co., Inc. 


DuQuoiIn, ILL.—Miles S. Whorrall 
has commenced business here, handling 
a line of the following: Crockery and 
glassware, heating stoves, kitchen cabi- 
nets, kitchen housefurnishings, lino- 
leum, oil cloth and silverware. 

KNOXVILLE, ILL.—Gehring & Leasen- 
by, purchasers of the Parmenter Hard- 
ware store, request catalogs on a gen- 
eral line of hardware. 


VINCENNES, IND.—The Vincennes 
House Furnishing Co. will move to 115- 
117 Main Street in January. 

MANILLA, IowA.—The Hawk’s Hard- 
ware is the new owner of the Sykes 
hardware stock. 

Rupp, Iowa.—S. B. French has dis- 
posed of his stock to E. R. Bartz, who 
requests catalogs on plumbing and 
heating materials. 


WINCHESTER, Ky.—Day & McCor- 
mick have bought the stock of Grubbs, 
Day & McCormick. 

GLADWIN, MicH.—Schlichter and 
Oglestone have taken over the hard- 
ware business of Croskery Brothers. 


TURNER, MicH.—The Turner Hard- 
ware Co. has moved to a new location. 
The firm carries a stock of automobile 
accessories, automobile tires, barn 
equipment, belting and packing, bi- 
cycles, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, dynamite, flashlights, fishing 
tackle, furnaces, garage hardware, gaso- 
line, gasoline engines, guns and ammu- 
nition, hammocks and tents, harness, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, insecti- 
cides, kitchen cabinets, linoleum and oil 
cloth, lubricating oils, merchants’ tools, 
paints, oils, varnishes and glass, phono- 
graphs, pumps, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys 
and games, washing machines and 
wheel toys. 

FERGUS FALLS, MINN.—Knoff & 
Peterson have recently bought the 
stock of Maire & Bell, consisting of a 
line of barn equipment, belting and 
packing, builders’ hardware, churns, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties, flashlights, fishing tackle, furnaces, 
garage hardware, guns and ammuni- 
tion, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, 





oils, varnishes and glass, pumps, shelf 
hardware, silverware, sporting goods 
and washing machines. 

MONTEVIDEO, MINN.—T. L. Van has 
recently started in business here, and 
requests catalogs on furniture and a 
general line of hardware. 


Morris, MINN.—J. J. Hockert has 
commenced business here, dealing in 
belting and packing, cream separators, 
dairy supplies, farm implements, gaso- 
line engines, heavy hardware, me- 
chanics’ tools and washing machines. 

St. CLAIR, MINN.—Hintze & Grunde- 
meir, successors to the Leo Hardware 
Co., request catalogs on a general line 
of hardware. 

CLINTON, Mo.—H. C. Burton, who 
now owns the stock of Henry Baum, 
requests catalogs on building paper, 
churns, cream separators, cutlery, dairy 
supplies, dynamite, electrical household 
specialties, flashlights, fishing tackle, 
garage hardware, guns and ammuni- 
tion, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, preparec roofing, 
pumps, shelf hardware, silverware, 
silverware, sporting goods, stoves and 
ranges and washing machines. 


HANNIBAL, Mo—The Hayden Hard- 
ware Co. has opened a store at 217 N. 
Main Street, where a complete line of 
the following stock is carried,on which 
catalogs are requested: builders’ hard- 
ware, churns, cutlery, dairy supplies, 
electrical household specialties, flash- 
lights, furnaces, garage hardware, 
hammocks and tents, incubators, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, 
shelf hardware, tin shop and washing 
machines. 

ANTELOPE, MoONT.—Graupon Bros., 
who recently suffered a fire loss, re- 
quests catalogs on automobile acces- 
sories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, builders’ hardware, cream 
separators, cutlery, electrical household 


specialties, farm implements, flash- 
lights, furnaces, garage hardware, 
gasoline engines, harness, heating 
stoves, incubators, lubricating oils, 


paints, oils, varnishes and glass, plumb- 
ing department and pumps. 

ATKINSON, NeEB.—Haase Bros., whe 
have purchased the Harvey Shaw 
stock, request catalogs on a general 
line of hardware. 

Hooper, Nes.—The Olson Hardware 
Co. has succeeded to the business of 
Heine & Son. 


Mitton, N. D.—A. C. Wilde has 
bought the hardware store of H. 
Brownlee Hardware and_ requests 


catalogs on barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
hardware, 
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builders’ building paper, 


churns, crockery and glassware, cut- 
lery, dairy supplies, dynamite, elec- 
trical household specialties, electrical 
supplies and equipment, fiashlights, 
fishing tackle, furnaces, garage hard- 
ware, guns and ammunition, hammocks 
and tents, harness, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, toys and 
games, washing machines and wheel 
toys. 

CLEVELAND, OKLA.—The McWhirter 
Hardware Co. has disposed of its stock. 


Rummel & McMillen are the pur- 
chasers. 

PAWHUSKA, OKLA.—The Ratner 
Hardware Co. stock was recently dam- 
aged by fire. 


ASTORIA, ORE.—The Gunnary Hard- 
ware Co. plans on erecting a new store 
building, which it will occupy when 
completed. The concern also requests 
catalogs on a line of paints, oils and 
glass. 

PITTSBURGH, PA.—The South Hills 
Hardware Co., 1019 Warrington Ave- 
nue, will erect a new store building, 
and increase its stock with a line of 
automobile tires and accessories and 
mechanics’ tools, on which catalogs are 
requested. 

SHIPPENSBURG, PA.—Pague & Tegan 
have taken over the hardware business 
of J. W. McPherson & Sons. 

BAXTER, TENN.—The Anderson 
Hardware Co. has been incorporated 
with a capital stock of $100,000, to con- 
duct both a wholesale and retail busi- 
ness in automobile accessories, auto- 
bile tires, barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
builders’ hardware, building paper, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, 
dynamite, electrical household special- 
ties, electrical supplies and equipment, 
farm implements, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, in- 
secticides, kitchen cabinets, kitchen 
housefurnishings, linoleum and _ oil 
cloth, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, phono- 
graphs, plumbing department, poultry 
supplies, prepared roofing, pumps, re- 
frigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, tin shop, toys and 
games, vulcanizing department, wash- 
ing machines and wheel toys. 

CHILDRESS, TEX.—The Morris Imple- 
ment Co. has increased its stock from 
$15,000 to $50,000. 
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Notes of the Retail Hardware Trade 


MADISON, Wis.—The Smith & Wil- 
helm Co. stock has been sold. Wilhelm 
& Gillies, 1723 Monroe Street, are the 
purchasers. 

SAWYER, WIs.—F rank Knuth is suc- 
cessor to the Sawyer Implement Co. 

SAN JOSE, CAL—The Payne Hard- 
ware Co., 81-85 E. Santa Clara Street, 
is purchaser of the hardware stock of 
Mangrum & Otten. 


BELLEVILLE, ILL.—The Seibert 
Shoepp Hardware Co. has changed its 
name to the Seibert Hardware Co., Inc. 

DuQUOIN, ILL.—Miles S. Whorrall 
has commenced business here, handling 
a line of the following: Crockery and 
glassware, heating stoves, kitchen cabi- 
nets, kitchen housefurnishings, lino- 
leum, oil cloth and silverware. 

KNOXVILLE, ILL.—Gehring & Leasen- 
by, purchasers of the Parmenter Hard- 
ware store, request catalogs on a gen- 
eral line of hardware. 

VINCENNES, IND.—The Vincennes 
House Furnishing Co. will move to 115- 
117 Main Street in January. 

MANILLA, IowA.—The Hawk’s Hard- 
ware is the new owner of the Sykes 
hardware stock. 

Rupp, Iowa.—S. B. French has dis- 
posed of his stock to E. R. Bartz, who 





requests catalogs on plumbing and 
heating materials. 
WINCHESTER, Ky.—Day & McCor- 


mick have bought the stock of Grubbs, 
Day & McCormick. 

GLADWIN, MicH.—Schlichter and 
Oglestone have taken over the hard- 
ware business of Croskery Brothers. 

TURNER, MicH.—The Turner Hard- 
ware Co. has moved to a new location. 
The firm carries a stock of automobile 





accessories, automobile tires, barn 
equipment, belting and packing, bi- 
cycles, builders’ hardware, building 


paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, dynamite, flashlights, fishing 
tackle, furnaces, garage hardware, gaso- 
line, gasoline engines, guns and ammu- 
nition, hammocks and tents, harness, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, insecti- 
cides, kitchen cabinets, linoleum and oil 
cloth, lubricating oils, merchants’ tools, 
paints, oils, varnishes and glass, phono- 
graphs, pumps, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys 


and games, washing machines and 
wheel toys. 

FERGUS FALLS, MINN.—Knoff & 
Peterson have recently bought the 


stock of Maire & Bell, consisting of a 
line of barn equipment, belting and 
packing, builders’ hardware, churns, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties, flashlights, fishing tackle, furnaces, 
garage hardware, guns and ammuni- 
tion, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, 


oils, varnishes and glass, pumps, shelf 
hardware, silverware, sporting goods 
and washing machines. 

MONTEVIDEO, MINN.—T. L. Van has 
recently started in business here, and 
requests catalogs on furniture and a 
general line of hardware. 

Morris, MINN.—J. J. Hockert has 
commenced business here, dealing in 
belting and packing, cream separators, 
dairy supplies, farm implements, gaso- 
line engines, heavy hardware, me- 
chanics’ tools and washing machines. 

St. CLAIR, MINN.—Hintze & Grunde- 
meir, successors to the Leo Hardware 
Co., request catalogs on a general line 
of hardware. 

CLINTON, Mo.—H. C. Burton, who 
now owns the stock of Henry Baum, 
requests catalogs on building paper, 
churns, cream separators, cutlery, dairy 
supplies, dynamite, electrical household 
specialties, flashlights, fishing tackle, 
garage hardware, guns and ammuni- 
tion, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, preparec roofing, 
pumps, shelf hardware, silverware, 
silverware, sporting goods, stoves and 
ranges and washing machines. 


HANNIBAL, Mo—The Hayden Hard- 
ware Co. has opened a store at 217 N. 


. Main Street, where a complete line of 


the following stock is carried,on which 
catalogs are requested: builders’ hard- 
ware, churns, cutlery, dairy supplies, 
electrical household specialties, flash- 
lights, furnaces, garage hardware, 
hammocks and tents, incubators, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, 
shelf hardware, tin shop and washing 
machines. 

ANTELOPE, MONT.—Graupon Bros., 
who recently suffered a fire loss, re- 
quests catalogs on autonfobile acces- 
sories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, builders’ hardware, cream 
separators, cutlery, electrical household 
specialties, farm implements, flash- 
lights, furnaces, garage hardware, 
gasoline engines, harness, heating 
stoves, incubators, lubricating oils, 
paints, oils, varnishes and glass, plumb- 
ing department and pumps. 

ATKINSON, NeEB.—Haase Bros., whe 
have purchased the Harvey Shaw 
stock, request catalogs on a general 
line of hardware. 

Hooper, Nes.—The Olson Hardware 
Co. has succeeded to the business of 
Heine & Son. 


MILTON, N. D.—A. C. Wilde has 
bought the hardware store of H. 
Brownlee Hardware and_ requests 


catalogs on barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
hardware, 
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builders’ building paper, 


churns, crockery and glassware, cut- 
lery, dairy supplies, dynamite, elec- 
trical household specialties, electrical 
supplies and equipment, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, guns and ammunition, hammocks 
and tents, harness, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, toys and 
games, washing machines and wheel 
toys. 

CLEVELAND, OKLA.—The McWhirter 
Hardware Co. has disposed of its stock. 


Rummel & McMillen are the pur- 
chasers. 
PAWHUSKA, OKLA.—The Ratner 


Hardware Co. stock was recently dam- 
aged by fire. 

ASTORIA, ORE.—The Gunnary Hard- 
ware Co. plans on erecting a new store 
building, which it will occupy when 
completed. The concern also requests 
catalogs on a line of paints, oils and 
glass. 

PITTSBURGH, PA.—The South Hills 
Hardware Co., 1019 Warrington Ave- 
nue, will erect a new store building, 
and increase its stock with a line of 
automobile tires and accessories ana 
mechanics’ tools, on which catalogs are 
requested. 

SHIPPENSBURG, PA.—Pague & Tegan 
have taken over the hardware business 
of J. W. McPherson & Sons. 

BAXTER, TENN.—The Anderson 
Hardware Co. has been incorporated 
with a capital stock of $100,000, to con- 
duct both a wholesale and retail busi- 
ness in automobile accessories, auto- 
bile tires, barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
builders’ hardware, building paper, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, 
dynamite, electrical household special- 
ties, electrical supplies and equipment, 
farm implements, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
home barbers’ supplies, incubators, in- 
secticides, kitchen cabinets, kitchen 
housefurnishings, linoleum and_ oil 
cloth, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, phono- 
graphs, plumbing department, poultry 
supplies, prepared roofing, pumps, re- 
frigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, tin shop, toys and 
games, vulcanizing department, wash- 
ing machines and wheel toys. 


CHILDRESS, TEX.—The Morris Imple- 
ment Co. has increased its stock from 
$15,000 to $50,000. 
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